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Announcing—a new book 


WILLS 


By GILBERT T. STEPHENSON 


Author of “Living Trusts’’ 


A non-technical book written in popular style, dealing with the 
substance, as distinguished from the form of wills. 


Life Underwriters today, in the interest of their clients should be 
thoroughly conversant with the practical points about wills. An 
understanding of the substance of wills enables the underwriter to 
more intelligently advise his clients as to their life insurance and as 
to its most suitable application in each individual case. 


In planning a life insurance settlement program the question of 
the distribution of other property under a will, (or in cases where there 
is no will) should be taken into careful consideration. This makes it 
obligatory that the life underwriter understand the nature of wills in 
order that he may be properly qualified for his responsibilities. 


WILLS is a distinct contribution to life insurance literature. 
Heretofore, no book has treated the subject from a point of view so 
well suited to the life insurance man. Every underwriter who means 
to be a real advisor of his clients will want his copy of WILLS. The 
book will show you many opportunities to give more intelligent and 
better service to your policyholders and prospects. 


Send remittance to The Insurance Book House, 420 East 
Fourth St., Cincinnati, Ohio. And the book will reach you by return 
mail. If you wish to return the book after inspection, send it back 
and your money will be promptly refunded. Use the coupon. 


Dre INSURANCE BOOK HOUSE, 
c/o The National Underwriter Co 


If you haven't got Mr. Stephenson’s 120 East Fourth St 


LIVING TRUSTS to's 


Including Life Insurance Trusts 
See this book too on the same basis 


$3.75 Postpaid 


Kindly send me by return mail Gilbert T. Stenhenson’s 
new book, WILLS | am attaching my check for $3.00 ia 
payment for this book, with the understanding that money 
will be refunded if the book is returned 

Send me also Mr. Stephenson's LIVING TRUSTS on 


, . 
isis (Single Copy $3.75 Postpaid.) 


Title 
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It Takes 
A: Real Salesman 
To Sell Them « « + 


VERY real, red-blooded man is interested in the 

future welfare and protection of his family. He 
wants them to have all of the comforts of life with 
which he can surround them. He would like to feel 
assured that whatever happens to him they will be 
taken care of. 














Most men know that Life Insurance 
offers the one best and surest solu- 
tion of their problem — but they do 
not “buy’ — they have to be “sold.” 
And it takes a real salesman to sell 
them. 








Selling life insurance is not merely 
laying a policy before a man and 
asking for his signature on the 






preparation, a thorough knowledge 
of the business, a keen understand- 
ing of human nature and an ability 
to quickly analyze human needs. 


This Company is greatly interested 
in this type of salesmanship. We 
credit a large part of our splendid 
success and rapid growth to the 
constantly increasing number of real 











dotted line. Life Insurance Selling salesmen in our field organization. 
is a profession. It requires careful We have need for more such men. 













Operating in 40 States—Branch Offices and General Agencies 
in practically all important centers 







en 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, St. Louis 




















Hillsman Taylor, President 






LIFE - , HEALTH - - 





ACCIDENT - - 















Ret 


miu 















Thirty-Third Year No. 1 


The National Underwriter 


LIFE INSURANCE EDITION 


. 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, JANUARY 4, 1929 





$3.00 Per Year, 15 Cents a Copy 





BEHA TAKES FINAL 
WHACK AT MYRICK 


Retiring New York Superintend- 
ent Criticizes Attitude of 
Agents’ Committee 





COST TABLE IS PRESENTED 


Declares That Reduction in Gross Pre- 
miums Will Surely Bring About 
Lower Net Cost 


NEW YORK, Jan. 3.—What is the 
last official act of Superintendent James 
A, Beha of New York before he retires 
as active head of the insurance depart- 
ment of the Empire State and Albert 
Conway, prominent Brooklyn lawyer, 
assumes charge, in form of a letter 
addressed to Julian S. Myrick, chairman 
of the special committee of the New 
York State Life Underwriters’ Associa- 
in which the retiring superintend- 
ent wields his last blow to the argu- 
ments of Mr. Myrick’s committee which 
opposes the proposed changes in Sec- 
tion 97 of the New York insurance law. 

Beha Makes Rejoinder 


is 


tion, 


Referring to the committee’s circular 
letter of Nov. 1 in which it was stated 
that in the opinion of this committee the 
proposed amendments to Section 97 will 
result in a lowering of gross premiums 
and that these decreased gross pre- 
miums will not lower the “net cost” of 
life insurance, Mr. Beha writes: 

“The experience of the 20 representa- 
tive participating companies referred to 
in your memorandum of Nov. 1 cer- 
tainly does not prove that the reductions 
of gross premiums by companies have 
not reduced the net cost of insurance to 
the policyholders. Nor does it prove 
that future reductions in gross premi- 
ums will not reduce the net cost of in- 
surance to policyholders, 

Comparison Does Not Prove Contention 


“As pointed out in my memorandum 

Nov. 12,” Mr. Beha continues, “your 
comparison of the experience of differ- 
ent companies does not prove your con- 
tention on this point. The effect of 
ignoring the interest factor in calculat- 
ing the net cost for a 20-year period is 
material and is unfair to the lower pre- 
mium companies. It would have been 
much more in point had your commit- 
tee showed the effects of reductions in 
gross premiums upon the net costs in 
individual companies.” 

At this point Mr. Beha says that he 
has omitted two companies ‘mentioned 
in the underwriters’ committee’s list be- 
cause these two companies were not 
authorized to do business in New York 
State in 1907 and 1908. 


Table Shows Effect of Reduction 


Attached to Mr. Beha’s letter is a 
table showing the effects of reductions 
in gross premiums upon the net costs 
in individual companies. 
to this table Mr. Beha 


writes: “You 











As a preface | 
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COMMITTEE WORKING 
ON FINAL REPORT 


SEE DIVERSITY OF PRACTICE 





Experts Endeavoring to Bring About 
Uniformity in the Total and Per- 
manent Disability Clause 


NEW YORK, Jan. 3.—James D. 
Craig, actuary for the Metropolitan Life 
and chairman of the special committee 
appointed not long ago by Superin- 
tendent Beha to consider standard pro- 
visions for the total and permanent 
disability benefit and the double indem- 
nity benefit included in life policies, 
says that the committee has not as yet 
completed its final report, but advises 
that very material progress has been 
made. 


Had te Proceed Slewly 


Mr. Craig makes this statement in a 
letter to Superintendent Beha, adding 
that at the first conference of the com- 
mittee with Grady Hipp, department 
actuary, it looked as though the various 
ideas on the subject and the practices 
of the different companies were so di- 
vergent that harmony among the com- 
mittee or uniformity among the com- 
panies would be very difficult of attain- 
ment. The committee, therefore, pro- 
ceeded slowly in order to secure the 
opinion of the different companies and 


permit the idea of uniformity and reg- 
ulation to gradually permeate among 
the various offices. 


Hope for Early Repert 


Mr. Craig continues that he and his 
committee are now very glad to state 
that this course seems to have been suc- 
cessful and there is a strong probability 
that the committee will be able to sub- 
mit a report before long that will, of 
course, be in the nature of a compro- 
mise, but which it is hoped will offer a 
definite and concrete basis upon which 
to predicate future action. 


will note from the table that seven of 
the companies reduced their gross pre- 
miums in 1907-1908, and that 11. of 
the companies did not make any change 
in 


n their gross premiums in 1907-1908. 
Each of the seven companies that re- 
duced their gross premiums shows a 


lower net cost for a 20-year period un- 
der the reduced premiums (issues of 
1908) than under the higher gross pre- 
miums (issues of 1907). Notwithstand- 
ing the fact that the. interest factor is 
ignored (which procedure, as pointed 
out in my memorandum of Nov. 12, is 
more favorable to the higher premium 
policies in such a net cost comparison) 
the companies that reduced gross pre- 
miums show an average reduction in net 
costs under the lower premium policies 
of about 2.4 per cent. The companies 
that did not change gross premiums in 
1907-1908 show a reduction of only 0.9 
percent in the net cost as between poli- 


cies issued in 1907 and 1908.” 
Show Lower Net Cost 
“It therefore seems very clear,” he 
continues, “that what experience is 


available on the subject shows that the 
companies that have reduced the gross 
premiums have shown a lower net cost 


under their lower premium policies than | 





MISSOURI DEPARTMENT 


APPROVES MERGER DEAL 


eee 


TWO COMPANIES INVOLVED 


American Savings Life, Equitable Sav- 
ings Life Combine Their 
Business 


KANSAS CITY, MO., Jan. 3.—The 
insurance departments of Missouri and 
Kansas have approved the merger of 
the American Savings Life of Kansas 
City, Mo., and the Equitable 
Life of Kansas City, Kan., following a 
hearing Dec. 28 in Kansas City. The 
merger and consolidation are effective 
as of Dec. 31. The merged company 
will be known as the American Savings 
Life and will be located at 700 Board of 
Trade building. 

R. S. Tiernan, president of both com- 
panies, will be president of the merged 
company. J. T. Mayall, vice-president 
of the American Savings Life and man- 
ager of the Equitable Savings, will be 
vice-president of the new company. 





D. Sharp is secretary. 
Capital Ix $480,000 
The merged company will have $10,- 
500,000 of life insurance in force. The 


capitalization is $480,000 and there will 
about $200,000 surplus. The merged 
will have approximately 80 
men in the field. The two companies 
operate in Kansas, Missouri, Arkansas, 
Oklahoma, Illinois, Texas and Wyom- 
ing. With the merger the American 
Savings Life will enter a number of ad- 
ditional states at present 

The American Savings Life 10 
months old. It was the old Empire 
Mutual, which was bought in Washing- 
ton Mr. Tiernan and his anneneen 
and reorganized. The Equitable Savings 
was organized in Kansas two and a half 
years ago. 

The insurance department of Mis- 
souri, and W. R. Baker, commissioner 
of Kansas, approved the merger. 


« 
company 


1s 


by 


under the policies previously issued at 


the higher premiums. 

“I therefore reaffirm the statement in 
mv memorandum of Nov. 12, that it 
stands to reason if any participating 
company should reduce its gross pre- 
miums, it would reduce the net cost of 
the insurance by at least the amount of 


saved on 
of premium. 


taxes and other expenses 
amount ot the reduction 
No Sound Reason for Opposition 


for the 


“I can see no sound reason 
opposition of your committee to the re- 
moval of legal obstacles to safe and 
proper reductions in premiums. It 


seems only logical and proper that such 
arbitrary legal obstacles should be re- 
moved. The matter of reducing gross 
premiums should be left to the manage- 


ment of each company so long as the 
premium level is required to be kept 
above a safe minimum. 


“Your committee has stated its oppo- 
sition to reductions in gross premiums 
under participating policies. Experience 
show that reduction in partic Ipating 
gross pre miums in the past has resulted 
in lowering the net cost of insurance to 

(CONTINUED ON PAGE 26) 
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GREATER NEED 
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FOR LIFE INSURANCE 





New Year Finds Prosperity Well 
Established and Well 
Diffused 





ANNUAL SURVEY GIVEN 








Prof. Bailey, Economist of the Travel- 
ers, Declares That Business 
Is in Good Shape 





is entering the 
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than 
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WILLIAM B. BAILEY 
Economist of the Travelers 


into 1929 under full steam ahead, Prof. 
Bailey believes that the new year should 
to the life insur- 
ance salesman who keeps in touch with 
the latest developments in the business 
and who sees people in a position to 
buy insurance. 


be highly profitable 


Prosperity Is Diffused 


Since life insurance sales are largely 
dependent upon prosperity, attention is 
called to the fact that prosperity in 
this country is well diffused. This con- 
dition of great assistance to life in- 
surance salesmen, it said, because it 
is impossible to sell much life oy nn 
if a few people are receiving very larg 
incomes and the vast majority has little 
to spend. 

Prof. Bailey sees no indications of the 
present phase of prosperity waning. 
“Signs that indicate the end of a period 

(CONTINUED ON PAGE 13) 
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INSURANCE POINTERS 
FROM FOOTBALL FIELD 


ROPER TALKS TO MANAGERS 





Stresses Need for Schedule, Concen- 
trating on One Play, Teamwork 
and Fighting to Finish 





PHILADELPHIA, Jan. 3.—Football 
and life insurance doyetail and the life 
underwriter can obtain some very valu- 
able pointers from the football field, W. 
W. Roper, Philadelphia manager of the 
Prudential and coach of the Princeton 
football team, told the December lunch- 
eon meeting of the friendly conference 
of general agents, managers and super- 
intendents of the Philadelphia Associa- 
tion of Life Underwriters. 


The meeting was dedicated to the 
“future generation” and many of the 
members brought their sons. It is 


planned to make the “future generation” 
luncheon an annual affair. 


Schedule Is Essential 


Mr. Roper said that he had received 
some very valuable lessons from foot- 
ball. When he first started as a coach, 
he told his audience, he had his team 
practice for an hour and a half the first 
day. At the end, he was surprised to 
discover that nothing had been accom- 
plished. The second day he set aside 
to discover why nothing had been done 
on the first day. He found the answer 
—there was no schedule. The third day, 
the team’s activities were down in black 
and white. Since then he has made it a 
rule to have a schedule “in black and 
white of everything we're going to do.” 
He assigned this mapping out of work 
as the main reason for the success of 
the Princeton football teams. 

“The same thing applies to life insur- 
ance,” he said. “If you map out a sched- 
ule you'll do much more than if you 
use the hit-or-miss plan.” ‘ 

He declared that if the life insurance 
men would make out a schedule of their 
time, they would accomplish six times 
as much, 

Stresses One-Play Iden 

That was the first lesson he learned. 
The second was the one-play idea. He 
stated that he tells his team to “forget 
everything except the next play, whether 
it goes around your end or not, and 
put all you have in it.” He told a story 
of how his team had lost a game be- 
cause an end had taken it easy during 
a play around the other side. The op- 
posing tackle went through him, threw 
the runner and prevented a two-yard 
gain. Then he went on to point out a 
parallel with the life insurance agent 
who goes in to see a prospect and lets 
his mind wander from the main point 
at hand—of getting the man to take the 
policy. 

“The man who goes into anything 
and has the one-play idea is bound to 
be successful,” he asserted. “The great 
trouble today is that we haven't got the 
one-play idea and we don't put every- 
thing we have into that one play.” 


Importance of Team Play 


His third lesson was team play—co- 
operation. And he told of the Yale- 
Princeton game of 1919. The score was 
tied, 6 to 6. Only a few minutes re- 
mained to play. A Yale man fumbled. 
One Yale man was near tlie ball and 
two Princeton men. But the Princeton 
man closest to the ball didn’t try to pick 
it up. Instead he ran past the ball and 
took out the Yale man. The second 
Princeton man scooped up the ball and 
ran for a touchdown. 

“The Papers the next dav.” said Mr. 
Roper. “referred to it as a winning 
touchdown. But they were wrong. The 
winning touchdown was the sacrifice of 
the first Princeton Dlaver. And the 
same thing is true in life insurance. We 
must build up the pull-together idea.” 

And the last lesson he learned was 
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SCHOOL IS ‘CLOSED 


COURSE IN THREE PARTS 





Training for Supervisors Resulted in 
Highly Successful Experiment Car- 
ried on in Home Office 





The Penn Mutual’s first school for 
supervisors, held at the home office, has 
just closed. The course was divided into 
three parts—recruiting, training, field 
supervision, During the recruiting pe- 
riod 33 new agents were signed up. 
They were secured in part from circu- 
larization leads and in part from cold 
canvass about the city. The visiting 
supervisors were all strangers to Phila- 
delphia and had no contacts there. 

The recruited prospects for agency 
contracts attended a class conducted by 
John A. Stevenson, manager of the 
home office agency, and Vincent B. Cof- 
fin, director of education, and were 
given individual coaching daily by their 
respective supervisors. Approximately 
one-third of the recruited group 
dropped out during the training period, 
the remaining two-thirds apparently be- 
ing good material for permanent and 
satisfactory additions to the home office 
agency. 

Instructors in the Course 


During the third week the visiting su- 
pervisors gave their help to regular 
members of the home office agency who 
were in need of field assistance and 
during the last four afternoons of the 
school they wrote $251,000 in conjunc- 
tion with these agents. 

Vincent Coffin directed the 
meetings, and had frequent 
from John A. Stevenson and E. Paul 
Huttinger. Other members of the 
home office personnel appeared before 
the group from time to time, as also 
did J. Elliott Hall and Ralph G. Engels- 
man, two of the company’s New York 
general agents. 

Regular examinations were held on 
the class work. The requisite for grad- 
uation from the course was, to pass 
these examinations, recruit at least one 
new agent, and aid in the selling of at 
least one case by one of the regularly li- 
censed Philadelphia agents. 

The geographical distribution of the 
group was unusual, including men from 
Seattle, Billings, Cheyenne, Oklahoma 
City, Atlanta, New Orleans and Rich- 
mond, as well as nearer points. The 
company plans to develop agency 
leaders through supervisors’ schools. 


morning 
assistance 








Ohio State’s Campaign Ends 


The Ohio State Life has just closed 
a 60-day special campaign, which was 
highly successful. The individual win- 


L. Wikoff, manager of the 
agency; Henry Stevens, 
Manker, Columbus; 
Toledo; R. E. Boller, 
Hecht, Celina; L. A. 
High, Columbus; F. W. Hoch, Marion; 
Eugene Bruell, Cleveland, and J. F. 
Goode, Texas department. The agen- 
cies ranking ten highest in the volume 
oi business written were Toledo, Cleve- 
land, Pittsburgh, Columbus, Newark, 
O., Indianapolis, Marion, Lima, Texas 
and Youngstown. 


ners were J. 
indianapolis 
Toledo; E. M. 
H. A. MeQuillin, 
Hamilton; W. H. 


that “the game is not over until the 
final whistle blows. For many a game 
is won in the last few seconds and many 
a prospect that doesn’t look promising 
and appears to be lost signs on the 
dotted line just before ‘the final whistle 
blows.’” 

Insurance Commissioner Taggart was 
a guest at the meeting and asked those 
present to let him know evils that they 
thought could be corrected by legisla- 
tion and also existing legislation that 
they believe needs changing. 








| NORTHWESTERN MUTUAL 
PLANS AGENCY MEETINGS 


—_—_— 


WILL BE ACTIVE IN JANUARY 





Home Office Men Will Conduct Gen- 
eral Agency Gatherings Through- 
out Middle West 





MILWAUKEE, Jan. 3.—A number 
of general agency meetings will be 
held by the Northwestern Mutual Life 
among its general agents this month, ac- 
cording to the home office. 

John J. Hughes, assistant superin- 
tendent of agencies, will conduct the 
meeting of the Iowa state association of 
Northwestern Mutual Life agents at 
Mason City, Jan. 7-8. 

William Ray Chapman, assistant su- 
perintendent of agencies, and H. R. 
Kicker, assistant secretary, will hold a 
meeting at the general agency of Ira 
Blossom, Grand Rapids, Mich., Jan. 7-8. 
Mr. Chapman, Charles H. Parsons, su- 
perintendent of agencies, and Ralph 
Perry, assistant secretary, will go to the 
Ray O. Becker general agency at Pe- 
oria, Ill., Jan. 9-10. On Jan. 17-18, Mr. 
Chapman and Mr. Ricker will hold a 
meeting at the Cameron & Carroll 
agency, Oshkosh, Wis. 

In Chicago Jan. 2 


The Hobart & Oates general agency 
at Chicago will have its meeting on 
Jan. 21 which will be attended by M. J. 
Cleary, vice-president; Dr. D. E. W. 
Wenstrand and Mr. Chapman. 

Urban H. Poindexter, assistant super- 
intendent of agencies, and E. G. Fassel, 
assistant actuary, will hold a meeting at 
the general agency of Franklin Mann, 
Omaha, Neb., Jan. 7-8, and on Jan. 10- 
11, Mr..Cleary, Mr. Perry and Mr. Poin- 
dexter will hold a meeting at the gen- 
eral agency of C. H. Poindexter at Kan- 
sas City, Kans. This will be the Kan- 
sas state meeting. They will all go to 
the western Missouri meeting at the 
general agency of Sam C. Pearson, 
Kansas City, Mo., Jan. 11-12. 

Mr. Poindexter will hold a meeting at 
the general agency of Emmert Brothers, 
Muskogee, Okla., Jan. 14-15, and at the 
Russell L. Law general agency, Okla- 
homa City, Jan. 17-18. 


CENTRAL LIFE MAKES 
PRIZE ESSAY AWARDS 


Wilma Seaver, 13, of Topeka Kan., 
has been awarded the sweepstakes prize 
of $75 by the Central Life of Des 
Moines, for the best essay on “How 
Life Insurance Protects the Home.” 

The country was divided into three 
sections—lIowa, Wisconsin and all other 
states. There were first prizes of $25, 
second prizes of $10 and third prizes of 
$5 and 20 prizes of $1 in each section, 
with a sweepstakes prize of $50 for the 
best of the three first prize winning 
compositions. Miss Seaver won the $25 
prize for the all-other-states section and 
the $50 .sweepstakes award. In_ this 
group, Robert W. Rempfer, 14, of Park- 
ston, was awarded second prize 
($10) and Jean Frances Hegel, 13, Min- 
neapolis, third prize of $5. 

In the Iowa group, Wilford Warren 
Burt, 12, Marshalltown, won first prize; 
Carroll C. Young, 11, Maquoketa, sec- 
ond, and Frances Sherwood, 14, Victor, 
Ia., third. 

In the Wisconsin group, the prize 
winners are: Edward L. Wittwer, 15, 
Eau Claire, first prize; Phyllis Elaine 
Durbahn, 10, Highland Park, IIl., sec- 
ond, and Myrna W. Nelson, 14, Union 
Grove, Wis., third. 


Hereford Sole Superintendent 


A. J. Hereford, who has been acting 
with C. Hubert Anderson as superinten- 
dent of agents of the Springfield Life at 
Springfield, Ill, now becomes the sole 
agency superintendent. The Spring- 
field Life is operating in 12 states. 
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| TRAVELERS ; MANAGERS 
TO HOLD CONFERENCE 


WILL DISCUSS ALL CLASSES 


Branch Office Heads Called to Head- 
quarters to Take Up Important 
Problems of 1929 





HARTFORD, Jan. 3.—Branch office 
managers of the Travelers in the United 
States and Canada will gather at the 
home office Jan. 8-11 for a conference 
which the company has long been in the 
practice of holding the first of each year. 
All the lines of insurance written by the 
three Travelers companies will be dis- 
cussed, and plans will be formulated 
for the new year. 

Nearly 200 managers of branch offices 
will attend. Eighty-one offices located 
in the principal cities will be represented. 

The first session will be held the 
forenoon of Jan. 8, and thereafter both 
morning and afternoon meetings will be 
held until the conference closes. Time 
will be allowed for managers to visit 
home office officials and to discuss in- 
dividually their problems. Several joint 
session of all the managers have been 
planned, in addition to separate meetings 
for the managers of life, accident and 
group insurance, the casualty and fire 
lines. 


NO BASIS FOR DAMAGE SUIT 





Nebraska Supreme Court Says Reports 
To Department on Agent Are 


Privileged 
LINCOLN, NEB., Jan. 3.—M. F. 
O’Sullivan lost in supreme court his 


$50,000 damage suit against the Busi- 
ness Men’s Protective of Lincoln, of 
which he was formerly secretary, an 
action based on the fact that the asso- 
ciation officers had filed complaints 
with the insurance bureau against his 
conduct as an agent, which resulted in 
his being refused a license for a time. 

The court held that where the law 
makes it the duty of a citizen to com- 
municate to the insurance department 
any facts relative to the record of an 
applicant for a license no liability at- 
taches. The court says that when the 
state enacted section 7797 of the insur- 
ance code it was a declaration of a 
public policy, and made it the duty of 
the defendant as of every company offi- 
cer, agent, broker or individual having 
knowledge of the facts to report them 
to the insurance bureau, with the prom- 
ise of the state that the communication 
should be held confidential and not made 
public. 

The legal test, it says, as to the use 
of this privilege is not what was the 
motive of the person making the com- 
munication but the relevancy and ma- 
teriality of the ngatter under considera- 
tion. The intent can not be inquired 
into. 


Aetna to Hold Regional Meetings 


Aetna Life agents who qualify this 
year to June 30 on production of busi- 
ness on the basis of minimum number 
of lives insured and minimum total vol- 
ume of $200,000 will attend one of the 
five regional meetings the company is 
to hold after July 1. The United States 
has been organized into five divisions of 
Aetna Life territory, and it is from each 
of these territories that the meeting 
delegates will be drawn. Under the 
plan, credits against straight life busi- 
ness are given for accident and health, 
group and single premium life business 
produced. 


Illinois Life Figures 


The Illinois Life shows as of Dec. 31, 
insurance in force $177,000,000, assets 
$40,000,000, increase $4,000,000, income 
$6,750,000, paid policyholders and bene- 
ficiaries last year $2,500,000; capital, 
surplus and special funds $11,000,000. 
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COOPERATION ETHICS 
SUBJECT OF A TALK 








John A. Stevenson Speaks Before 
the Life Insurance Trust 
Round Table 





OBLIGATIONS ARE SEEN 





Manager Home Office Agency of the 
Penn Mutual Interprets Code 
for Both Sides 





John A. Stevenson, manager of the 
home office agency of the Penn Mutual 
Life, addressed the Life Insurance 
Trust Round Table at Philadelphia on 
the subject of “Ethics of Cooperation.” 
It had to do with the conduct of the 
life insurance man in approaching a 
trust officer with a prospective client 
for life insurante. Mr. Stevenson said: 

“A few years ago anybody seeing the 
title of my talk would have raised the 
question: Why should an underwriter 
approach a trust officer with a prospec- 
tive client for life insurance? The an- 
swer probably would have been, ‘All 
right, I’m on—why should he?’ 

“Today, however, the answer to this 
question is very different, and if we 
answer it correctly there will be very 
little need to dwell on ‘the ethics of 
cooperation.’ The underwriter ap- 
proaches a trust officer in order that he 
may offer a complete estate service to 
his ¢lients, and only through coopera- 
tion can this complete service be of- 
fered. 

Three Sins Against the Code 


“Ethical conduct is the conduct de- 
fined by the standards of the group as 
a whole. When we speak of codes of 
ethics, we usually refer to groups like 
lawyers of physicians with a common 
interest, and usually consider that there 
are three sins against the professional 
code. 

“1. Professional stagnation — not 
keeping ideas up to date. 

“9, Professional disloyalty — unfair 
dealing with asgociates. 

“3. Professional dishonor — putting 
one’s own interests above interests of 
a client. 


Small Trusts Are Unprofitable 


“In speaking to a group of this kind 
there is no necessity to dwell on the 
possible violations of the professional 
code as applied to trust officers and life 
underwriters. There have been cases, 
however, where the life underwriter has 
grown enthusiastic about the idea of 
insurance trusts and has brought little 
cases to the trust company, which are 
unprofitable from the trust company’s 
point of view and which could be better 
taken care of through income options 
if he would study them instead of grow- 
ing enthusiastic about the novelty of a 
new idea. In other cases life underwrit- 
ers have expected that just because 
they have brought a client to a trust 
company, they could look for future fa- 
vors from the trust company. Also, | 
know that life underwriters in more 
than one case have put their own inter- 
ests first, and have sold plans on the 
basis of tax reduction or on some other 
basis, when these plans weren't in the 
best interests of the client. Naturally, 
suggestions of this sort lead to difficul- 
ties whether the trust company does or 
does not accept the plan. 


Trust Officer at Fault 


“Also, there have been cases where 
the trust officer has been at fault. I’m 
not emphasizing these difficulties be- 
cause they are by any means the usual 
rule. They merely illustrate difficulties 
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NATIONAL BODY IS 
NOW UNDER 


——--- 


ADVANCE HAS BEEN DECIDED 


ORDERS 





Life Underwriters Organization Will 
Proceed to Get Recruits to Bring 
It War Strength 


The National Association of Life 
Underwriters has planned a vigorous 
campaign for membership. General 
headquarters at New York has issued a 
proclamation in the way of orders from 
the war department stating that the 
campaign will be directed against Gen- 
eral Spend-thrift, General Selfishness, 
General Thriftless, General N. O. 
Budget, General I. N. Debt, General 
Neglect, General Procrastination and 
General Luxury. The country has been 
divided into eight divisions in charge 
of Julian S. Myrick, New York City, 
Mutual Life; S. T. Whatley, Chicago, 
Aetna Life; Ernest Owen, Detroit, Sun 
Life; C. C. Day, Pacific Mutual, Okla- 
homa City; E. S. Brashears, Union Cen- 
tral, Washington, D. C.; E. J. McCor- 
mack, Minnesota Mutual, Memphis; 
George W. Ayars, Phoenix Mutual, Los 
Angeles, and Paul F. Clark, John Han- 
cock Mutual, Boston. 

The National association at the time 
of its Washington convention expects to 
have 20,000 members. For the next six 
months, national headquarters and in 
fact the whole organization, will be 
thoroughly militarized. The letterhead 
that will be used in the campaign reads, 
“War Department of the National 
Association of Life Underwriters.” 


which have arisen because cooperation 
between trust company and life insur- 
ance companies is new and neither of 
them are entirely familiar with the 
other's affairs. 

“Most misunderstandings which have 
arisen have been due to failure on the 
part of either one to appreciate the 
other’s point of view. The ability to 
appreciate the other's viewpoint arises 
from a knowledge of the existing situa- 
tion. It follows, therefore, that if the 
life underwriter hopes to work in this 
field he must not only understand his 
own business thoroughly but must have 
sufficient knowledge of what can and 
cannot be accomplished by insurance 
trusts to discuss the subject intelligently 
with a trust officer. 


Should Be Team Work 


“In practically every case where co- 
operation has been attempted by life in- 
surance men and local trust companies, 
the results have shown that when real 
team work exists, life insurance has 
been written, and trusts have been es- 
tablished, that would not have been pos- 
sible without the cooperation of both 
institutions. 

“In my opinion, the life underwriter 
has the right to expect: 

“1. That the trust officer appreci- 
ates the distinctive service of life in- 
surance in estate building. 

“9 That the trust officer will not dis- 
turb the relations existing between the 
life underwriter and his client. 

“3. That the trust officer will put the 
interests of the clients first and foremost 
in making recommendations. 


Obligation on Life Men 


“The same obligations rest on the life 
underwriter: 

“1, He must know his own field and 
be able to suggest an insurance pro- 
gram that will meet his client’s needs. 

“9. He must realize what the trust 
company can and cannot do. 

“3. He must always be open-minded 
about the trust officer's recommenda- 
tions concerning the way of serving the 
best interests of his client. 

“The very A B C of professional loy- 





alty is mutual confidence and faith in 
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VACANCY MAY NOT BE 
FILLED AT PRESENT 


SMITH’S DEATH IS DEPLORED 


United States Chamber of Commerce 
May Wait Until Annual Meeting 
to Elect Director 


WASHINGTON, Jan. 3.—Possibility 
that no successor to the late Harry A. 
Smith, president of the National Fire 
of Hartford, on the board of directors of 


the United States Chamber of Com- 
merce will be named to serve until the 
annual election in April is seen in the 


fact that the board will not meet again 
until the end of January. Under the 
by-laws vacancies on the board can be 
filled by the board itself, but the period 
between the next meeting and the elec- 
tion is but three months and it may be 
deemed best to leave the position vacant 
for the time. 
_ This, however, is only a surmise, of- 
ficials of the chamber this week explain- 
ing that they had no idea what action 
the board may take at its coming meet- 
ing. Nor are officials here advised as 
to possible successors to Mr. Smith, it 
being pointed out that several insurance 
men have become prominent in the work 
ot the organization, any whom 
might be selected. 

Mr. Smith was one of the most active 
members of the board and, as a repre- 


one of 


sentative of insurance, was prominent 
in the operations of the insurance de- 
partment of the chamber His death 


leaves a gap in the board of great cx- 
tent, and his passing was deeply felt by 
members of the department, as well as 
by the chamber itself, in whose activi- 
ties he always took the greatest interest. 


one another. The determination to as- 
sume the best and believe the best: the 
resolute suppression of distrust; for to 
take this attitude summons into life the 
ethical spirit, breaks down the barriers 
of individualism, and merges and blends 
all our interests and enthusiasm in the 
common service. 
Professional Obligations 


“To sum up, then, the obligations be- 
longing to any professional group which 
are three: 1. To maintain the highest 
standard of preparation for the service; 
2, to bring to its members, by all suit- 
able means, the advancing knowledge 
and experience of the profession; 3, to 
secure for its members, by its collective 
influence, all the material conditions 
necessary to the highest efficiency. 

“The standards of any group are the 
reflections of its ideals In a _ pro- 
gressive group these ideals can never be 
tixed. The ideals of yesterday are real- 
ized today, and the ideals of today will, 
in all likelihood, be realized tomorrow. 
Since it is through your efforts, either 
in the life insurance field or the trust 
company field, that the ideals of today 
will be realized tomorrow, I consider it 
a great privilege to speak to you on 
these ideals.” 


General Agents Imposed On 


two gencral agencies have 
very unfortunate experiences in 
New York City with one Edward Cal- 
vin, who has resorted to different de- 
vices in order to secure money. He 
claims to have been a newspaper re- 
porter in Chicago at one time but no 


One or 
had 


one under that name can be found in 
the records. He is about 33 years old, 
5 ft. 5 in. high, weighs 170 pounds, has 


brown hair and blue eyes. He has a scar 
over his right eye. Undoubtedly he will 
try to impose on other insurance offices 


Pan-American Life Convention 


The annual agency convention of the 
Pan-American Life will be held in New 


vl 


AYRES IS OPTIMISTIC 
OVER 1929 PROSPECTS 


President of American Life Con- 
vention Surveys General Busi- 
ness Field 


EMPLOYMENT INCREASES 


Record Set in Building Trade Reflects 
Healthy Financial Condition— 
Bad Spots Disappearing 


That there should be a _ substantial 


improvement in general business con- 


ditions throughout the country in 1929 
is the opinion held by Clarence L 
Ayres, president of the American Life 


Convention. 


Mr. Ayres bases his very optimistic 
view on the outlook for the new year 
not only on information obtained 


f 





AYRES 


President American Life Convention 


CLARENCE L. 


organization of his 


Life of 


through the agency 
the 


Detroit, but from reports sent in by the 


own company, American 


field forces of other American Life 
Convention companies 
Sixth Consecutive Year 

“Il am very sure that 1929 will be a 
yood vear for most every line of busi- 
ness.” Mr. Avres said in discussing the 
outlook for next year. “We in life in 
surance have every reason to hope tor 


a further advance, notwithstanding that 
for the sixth consecutive year a new rec 
ord for production has been established 
And life insurance as 


in 1928. taking 


a yardstick for economic progress on 
cannot help but paint a golden picture 
of American progress. Although com 
plete reports are not yet available a 
gain of approximately $1,500,000,000 in 
new life insurance has been made this 
year. I look for a similar advance in 
1929, 


Anticipate Improved Conditions 


“The best informed men in such basic 
industries as steel, automobile, electrical 
production, coal, oil and minerals are 
all anticipating generally improved con- 
ditions during the next 12 months. The 
outlook for agriculture and its dependent 
lines of trade are much brighter than 
a year ago. General business has also 
established itself on a more settled basis 
since the November elections, notwith- 
standing that the outcome of the voting 
was generally anticipated and there was 
not so much slowing down to await the 








Orleans, Tan. 30-31 and Feb. 1. 
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Action! When you want it 
you get it 


CTION! It is demanded of you, and you 


in turn demand it of your assistants. 


A filed letter or business document is of most 
value to you the minute you want it—not 
later in the day—not some other day. 


Just one thing governed in designing the new 
GF 700 line of files, and that was permanent 
filing efficiency. We made these files so that 
it is quick and easy to file a letter or other 
document in its proper place, and just as quick 
and easy to find it again when it is wanted. 


Every detail contributes to permanent speed 
and usefulness—strength and capacity in- 
stead of weight and bulk; valuable extra 
inches of filing space; drawers that glide 
smoothly on frictionless rollers; quick re- 
leasing, yet positive compressors; beautiful, 
durable and easy-to-clean finish. All these 
features come at a cost surprisingly low. 


And there is a GF 700 line file to fit every 
business record, from a 21% x 3 card to the 
largest ledger sheet. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 


ef 


Canadian Plant, Toronto 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


The GF Allsteel Line: Safes « Filing Cabinets . Sectional 
Cases Desks . Tables .« elving . Transfer 
Cases « Storage Cabinets . Document Files . Supplies 


‘ 


700 LINE FILES 














Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING COMPANY - Youngstown, Ohio N.-U. 


Kindly send me a copy of the GF Allsteel Desk Catalog. 








ae Firm 
Address 
City State 











INDUSTRIAL MEN ARE 
GIVEN NEW RECOGNITION 


Are Expected to Have Separat 
Section in American 
Life Convention 


BRADLEY HEADING MOVE 


Home Life of Pennsylvania Mon Work 
Three Years to Obtain Better Status 
for Debit Agents 


Industrial life insurance, which num 
bers its policyholders by the thousands 
has at last won recognition as a separ- 
ate field of endeavor. 

_During insurance week in New York. 
a special committee of the American 
Life Convention, composed of Isaac Mil- 
ler Hamilton, chairman, president of the 
Federal Life; O. J. Arnold, president o: 
the Northwestern National; Charles F. 
Williams, vice-president of the Western 
& Southern; Clarence Ayres, president 
and Claris Adams, secretary of the 
American Life Convention, held a hear- 
ing and, after considering arguments 
advanced by W. J. Bradley, pubficity 
manager of the Home Life of Pennsyl- 
vania, voted to recommend strongly to 
the executive committee of the Ameri- 
can Life Convention the formation of 
an industrial section of the body, and 
that the new section’s first meeting be 
held at the parent organization’s next 


convention, to be held in Cincinnati 
next October. 
At the same time, C. E. Rickerd, 


president of the Insurance Advertising 
Conference, let it be known that he 
would turn over to the executive com- 
mittee of the conference, with the rec- 
ommendation that it be given especial 
study, the suggestion of Mr. Bradley 
that the conference recognize the indus- 
trial life man by dividing the life group 
into two sections, with the industria, 
end having its own program, and that 
that program should not conflict with 
the ordinary life schedule. 


Bradley Sponsors Move 


The man responsible for this recogni- 
tion of the weekly-debit man is William 
J. Bradley of the Home Life of Pennsyl- 
vania. He has worked for three years 
to obtain this recognition of the indus- 
trial business. In his arguments he 
pointed out that the industrial business 
has something like 75,000 agents and 
10,000 superintendents, etc.; that those 
agents have entree into the homes of 
their thousands of policyholders and that 
the industrial problems are far different 
from those of the ordinary business ana 
deserved a special section of their own 
where those problems could be threshed 
out and ideas advanced for their solu- 
tion. 

The idea of an industrial life organ- 
ization was conceived by Mr. Bradley 
and J. J. Doyle, publicity manager of 
the Western & Southern, while they 
were attending the 1925 convention of 
the Insurance Advertising Conference 
in Boston. 


Meeting Held in Hartford 


The next step was a meeting held in 
Hartford in May, 1927, of an organiza- 
tion committee composed of Mr. Doyle 
as chairman, Mr. Bradley as vice-chair- 
man; E. Hall Cullom, vice-president 
Life & Casualty of Nashville, as secre- 
tary; and Howard M. Emmons, vice- 
president Mutual Life of Baltimore: 
Felix Rothschild, secretary of the Sur 
Life of America; H. C. Welch, vice- 


president American Bankers, and Char 
les Fleming, publicity manager Life In 
s--ance Company of Virginia. 





At this meeting, the International In- 
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dustrial Life Association was formed, 
with 38 companies as charter members. 
Mr. Cullom was elected president and 
Mr. Bradley secretary-treasurer. Mr. 
Cullom, however, was forced to resign 
he office because of heavy press of 
business. 


Woollen’s Suggestion Helpful 


The new organization then sent out 
letters to all industrial companies in the 
United States inviting them to become 
charter members. Encouraging replies 
were received. Shortly after this, Her- 
bert M. Woollen, then president of the 
American Life Convention, suggested 
chat there was no need of another insur- 
ance organization and suggested the 
formation of an industrial section of the 
A. L. C. The Industrial Insurers Con- 
ference at the same time sucested that 
the International Industrial Life Asso- 
ciation combine with it. However, the 
companies interested in the new associa- 
ion found that the Industrial Insurers 
Conference did not quite meet their 
needs, as their problems differed. 

However, it decided to halt organiza- 
tion activities pending the action of the 
American Life Convention. At the 1927 
convention, the executive committee of 
he A. L. C. decided against the proposed 
industrial section. Then it was decided 
to make a second appeal to the A. L. C. 
and at the last convention in October, 
Mr. Welch appeared before the executive 
committee of the A. L. C. His plea 
for recognition of industrial life insur- 
ance resulted in the appointment of the 
special committee which met in New 
York during insurance week and decided 
to recommend to the executive commit- 
tee the formation of the industrial sec- 
tion of the American Life Convention. 


Question of Double Indemnity 


The Louisville & Nashville Railroad 
took out group insurance on the life of 
its employes. Grant was one of them. 
The policy provided that his beneficiary 
should receive $1,000 additional if the 
death of insured resulted directly and 
independently of all other causes of 
bodily injury effected solely through 
external, violent and accidental means. 
Death by certain accidents was except- 
ed, but the exceptions are not involved 
in this litigation. Grant went on duty 
about 12 o'clock at night, and, within 
a few minutes thereafter, he fell from 
the top of a freight car into a hopper. 


He was sent to a hospital. The trial 
judge directed verdict for appellee 
Grant. He died of pneumonia. Was it 


caused solely and independently by the 
accident? Held that if there was any 
conflict in the evidence on this point, 
the question as to whether pneumonia 
was so caused by the accident should 
have been submitted to the jury under 
proper instructions. There was at least 
some evidence that pneumonia may not 
have been caused directly and_ in- 
dependently of all other causes by the 
accident. Judgment reversed. Pru- 
dential vs. Grant, Ct. of Appeals, Ky. 


Kansas City Life Meeting 


The annual state managers conference 
of the Kansas City Life is being held 
at the home office at Kansas City this 
week. Plans for the year and agency 
quotas are being discussed. J. F. Barr, 
vice-president and superintendent of 
agencies, is in charge of the meeting. 
Bayard Judd, joint state manager for 
the Kansas City Life in California, is 
prevented from attending the conference 
because of the serious illness of his 
father at Manti, Utah. 


Toombs Case Continued 


The trial of Roy C. Toombs, presi- 
dent of the International Life, on 
charges of grand larceny and causing 
the issuance of false and fraudulent cer- 
tificates of stock in the company has 
been continued until Feb. 18. There 
are five indictments pending against Mr. 
Toombs growing out of the crash of the 
life company and the disappearance of 





$3,500,000 of its assets. 
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WOULD BRING BACK MEN 
NOW IN OTHER STATES 


INSURANCE DAY PLANS TOLD 





Indiana Event of Jan. 22 Will Be 
Homecoming Event for 
Ex-Hoosiers 





Elbert Storer, general chairman of 
Indiana Insurance Day, which will be 
held in Indianapolis Jan. 22, says that 
much of the program will center about 
the idea of making it a “homecoming 
day” for ex-Hoosiers. “We want to 
make this a real homecoming event,” he 
said, “for as many as possible of those 
who were once in the insurance business 
in Indiana who are now residing in 
other states, whether they are in the 





ELBERT STORER 


insurance business or not at the present 
time. 

“We want to get in touch with as 
many as possible of these ex-Hoosiers 
and we shall appreciate having the 
names of such sent either to Joseph G. 
Wood, secretary, 803 Guaranty building, 
Indianapolis; Irving Williams, chairman 
of the homecoming committee, or to 
myself in the Merchants National Bank 
building, all in Indianapolis. We hope 
that such names will be sent in either 
by the ex-Hoosiers themselves or by 
their friends, and we shall appreciate all 
such cooperation.” 


NORTHWESTERN AGENTS MEET 





Convention Is Held Covering Represen- 
tatives from the New England 
and Atlantic States 


NEW YORK, Jan. 3.—Arthur Cush- 
man, of Portland, Me., presided at the 
opening session of the convention of 
the Northwestern Mutual Life’s New 
England, Middle Atlantic and South At- 
lantic agencies, which opened this 
morning. The theme of the session was 
“The Job.” The keynote address was 
given by M. J. Cleary, vice-president, 
followed by addresses on “In Business 
for Myself” by W. Everett Rowley, Jer- 
sey City, N. J., George H. Crosbie, 
Boston, and Ernest H. Earley, company 
representatives. 

Robert A. Anderson of Philadelphia 
led the afternoon session, the theme of 
which was “Perfecting One’s Tech- 
nique.” Carl Smith Dow and J. Hicks 
Baldwin, both of Washington, spoke on 
“Perfected Preparation.” Royal _ S. 
Goldsburv was assisted by Erroll Ripley 
and C. D. Delphey, Jr., all of Pitts- 
burgh in a discussion of “Breaking 
Down Sales Resistance.” Ralph B. Har- 
ris of Richmond discussed the “Ways 
* Improving Sales Technique.” Wm. 
M. Taylor of Brooklyn spoke on “Or- 








HULL ARRANGES FOR 
AN EXTENDED TOUR 





WILL VISIT MANY POINTS 





Managing Director of National Life 
Underwriters Association Will 
Carry Message to Agents 





NEW YORK, Jan, 2.—On Jan. 20, 
Roger B. Hull, managing director and 
general counsel of the National Asso- 
ciation of Life Underwriters will leave 
on an extensive trip comprising 21 
states, and in each he will address nu- 
merous life underwriters’ associations. 
His many addresses will be an adapta- 
tion of the substance of his address be- 
fore the national convention at Detroit 
last September. He will also emphasize 
the membership drive which is being 
conducted under the Paul F. Clark 
regime. 

President Clark has resolved to make 
the National association the biggest 
standing army possible in order to cur- 
tail the contrary forces working to tear 
down life underwriting. He has declared 
war and Mr. Hull is going out to can- 
vass 21 states where he will draft and 
accept enlistments of every individual 
underwriter to combat these evils so 
detrimental to the institution of life in- 
surance. 

Will Visit Many States 

Mr. Hull will speak in West Virginia, 
Virginia, North Carolina, Florida, Geor- 
gia, Alabama, Tennessee, Arkansas, 
Louisiana, Texas, Arizona, California, 
Oregon, Washington, Idaho, Utah, 
Montana, Colorado, Nebraska, South 
Dakota, Iowa and Illinois. He will be 
gone for two entire months and at each 
gathering at which he speaks the spirit 
of the new membership slogan for 1929 
will be expressed. 





Legislature Must Act 


A serious difficulty has arisen in Ohio 
over the returning to the out of state 
insurance companies of the one-half per- 
cent extra which had been collected 
under an act of the legislature until the 
tax act was held invalid as to 1926 busi- 
ness in the recent Metropolitan Life 
case. A number of the companies re- 
mitted their taxes to the Ohio state 
treasury and although a refund is due 
them, the laws of Ohio provide that no 
money can be paid from the treasury 
after being once paid in except by legis- 
lative action. The legislature meets this 
month and it is expected that the sun- 
dries appropriation bill will include the 
insurance companies’ claims. The bill 
is made up following the report of the 
sundries claims boards and Bert B. 


Buckley has notified the companies to | 


file their claims with the board at Co- 
lumbus immediately. 








ganized Soliciting Methods” and John | 
W. Brooks, Syracuse, spoke on “Insur- | 


ing Sales Activity.” 
Thursday was concluded with a ban- 


quest with W. F. Atkinson, general | 
agent at Brooklyn, as chairman. The | 


principal speaker was George V. Mc- | 
Laughlin, president of the Brooklyn 
Trust Co. 

O. F. Heyman of Springfield will 
preside at the Friday morning session, 


which will have as a theme “The Pur- 


poses Conserved.” Sam T. Swansen, 
assistant counsel, will begin with a paper 
on “Collateral Agreements—Document 
1320” followed by an address by Harry 
R. Ricker, assistant secretary, on “The 
Options of Settlement.” 

Gustave C. Wuerth. agent at New 
York and president of the New York 
Life Underwriters Association, will pre- 
side at a luncheon Friday noon at which 
the speaker will be Roger B. Hull, man- 
aging director and general counsel of 
the National Association of Life Under- 
writers, 
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Will 
You Take 
My Note? 


THIS QUERY FROM A PROS- 
PECT BRINGS A PANG OF RE- 
GRET TO THE HEART OF THE 
POOR CHAP WHO MUST 
MAKE HIS LIVING OUT OF 
HIS LIFE INSURANCE BUSI- 
NESS. FREQUENTLY HECAN’T 
HANDLEANOTE! THEN THE 
PROSPECT MUST LOSE THE 
PROTECTION AND THE 
SALESMAN MUST LOSE THE 
COMMISSION, ALL BECAUSE 
THERE IS NO SAFE WAY TO 
PAY THAT NET! 


American Central Representatives 
Enjoy A Unique Service 
--The Agents’ Fund -- 


THIS SERVICE PERMITS 
THEM TO PLACE ALL THE 
GOOD INSURANCE THAT 
THEY CAN WRITE WITHOUT 
FEAR OR WORRY. IT YIELDS 
COVERAGE FOR CLIENT AND 
READY MONEY TO AGENT. 


(Just one of the many reasons why American Central 


representatives are happy and successful.) 
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SENTINEL LIFE AGENTS 
TO ATTEND CONVENTION 


TWO-DAY SESSION PLANNED 
Program of Educational Subjects Is 
Scheduled — Officers Will 
Participate 








KANSAS CITY, MO., Jan. 3.—The 
Sentinel Life will hold its second annual 


agency convention Jan. 7-8. A_ full 
two-day program has been arranged. 
President Arthur M. Hyde will open 


the session with a welcome to the agents. 
The first morning will be devoted to a 
motion picture taken at the home office 
and showing every step of an applica- 
tion after it is written until the policy 
is written and issued. 

Life insurance will be the principal 
topic at the afternoon session on the 
first day, introduced by a talk on Sen- 
tinel policies by F. L. Hildebrand, sup- 
erintendent of agencies. Oliver J. Neible, 
trust officer of the Commerce Trust 
Company, will discuss insurance trusts, 
and N. L. Adams, home office general 
agent, will talk on business insurance. 
L. E. Guthrie of the home office will 
discuss the company’s publicity meth- 
ods. 


Round Table on Agency Methods 


On the second day Mr. Hildebrand 
will discuss a round table discussion on 
agency methods. Insuring income values 
will be the subject of a talk by F. L. 
Barnes, vice-president of the Sentinel. 
C. C. Smith, field supervisor, will tell 
of the supervisory service of the com- 
pany. Mr. Barnes will preside at the 
final business session, at which time 
George Barnett, manager of the claim 
department, and Dr. E. L. Mathias, 
medical director, will talk. Mr. Hilde- 
brand will conclude the session with an 


outline of the plans of the company for 
future business. 

N. L. Adams, home office general 
agent, will be the president of the Min- 
ute Men’s Club for 1929, by virtue of the 
largest production record. His agency 
issued and paid for more than $2,000,000 
of business. Joseph B. Thompson, Kan- 
sas City general agent, is the new vice- 
president with the second highest pro- 
duction. 

There will be a banquet on Tuesday 
evening at the Kansas City Athletic 
Club, to which the home office employes 
and the company directors have been 
invited, as well as the agents. An at- 
tendance of about 200 is expected. 


Fohr Agents Attend Luncheon 


Twenty agents of the Louis J. Fohr 
general agency of the Connecticut Mu- 
| tual Life in Chicago attended an agency 
juncheon last Saturday at which the 
work of 1928 was reviewed and plans 
for 1929 were laid. The agency is con- 
ducting daily educational meetings that 
are proving of great worth to the men 
on the street. Mr. Fohr, William O. 
Ellis, unit manager in the agency, and 
hJohn <A. Nylin, vice-president of the 
Union bank were the speakers. 

Mr .Nylin in his address emphasized 
the desirability of the income settlement 
option as compared with the lump sum 
form of settlement, and also advised 
that agents as often as possible have 
their clients create insurance trusts. He 
prophesied an unusually good year for 
1929, basing his opinion on the nation’s 
plans for industrial expansion. 


Federal Reserve in Michigan 


Certificate of authority has been 
granted by the Michigan department to 
the Federal Reserve Life of Kansas 
City, The company is controlled by the 
Massey Wilson interests, as is the Agri- 
cultural Life of Bay City. The Federal 
Reserve Life recently reinsured the 
Farmers National Life and the United 





States Reserve. 
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AGENT MUST LOOK INTO 
HEALTH OF APPLICANT 





WAIVER IF HE DOESN’T DO IT 





Nebraska Court Holds Agents Required 
to Ascertain Facts Before Delivering 
Policy 


LINCOLN, Neb., Jan. 3.—Delivery of 
a life insurance policy by an agent with- 
out ascertaining for himself whether the 
insured is in good health will constitute 
a waiver of the clause in the policy that 
it shall not be binding if he is not in 
good health, says the Nebraska supreme 
court in entering judgment for Louise 
Daugherty for $2,000 against the Guard- 
ian Life, on a policy issued on the life 
of Benjamin C. Zwink. The court held 
that when the company instructed its 
agents not to deliver a policy unless the 
insured was in good health it placed its 
own interpretation on the clause, and 
constituted a duty to ascertain the facts. 
If the agent does not see fit to investi- 
gate and ascertain for himself it con- 
stitutes a waiver, and being the non- 
performance of a duty imposed upon him 
by the company his waiver is the waiver 
of the company. 





No Misrepresentation, Court Says 


The delivery was made by the district 
manager, and there was testimony to the 
effect that he knew Zwink was in the 
hospital, although he denied it. Zwink 
was examined Nov. 26 and three days 
later was in the hospital with typhoid. 
The policy was delivered early in De- 
cember, and the premium was paid Dec. 
21. He died Dec. 26. The court says 
there was no misrepresentation as to 
health in the application, and that there 
was none in paying the premium when 
he was ill, since at that time the doctor 
believed he would recover, and the bene- 
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ficiary knew more than did the 


doctor. 


no 


New York Life Contest 


The New York Life announces a dedi- 
cation contest in honor of its new home 
office at 51 Madison avenue, New York 


City, running during the first three 
months of the year. Those that qual- 
ify will be invited to the head office 


some time in May or June to partici- 
pate in the formal dedication. There 
will be 50 winning agents at large and 
450 winning agents by departments. 
Any agent who pays for $300,000 or 
more of business will be invited whether 
or not he wins otherwise or fills his 
allotment. 


Virginia Department Wins Cup 


The Virginia department of the Re- 
liance Life won the “Caritas Cup” which 
is the symbol of the company. Presen- 
tation was made by Senior Vice-Presi- 
dent H. G. Scott, who presented the cup 
‘formally to Supervisor Carroll T. Scott. 
There was a living presentation of 
“Caritas,” Miss Virginia Martin of Rich- 
mond, a debutante, representing the cen- 
tral figure or the protecting mother. 
There were two children, a boy and 
girl, brother and sister, who posed for 
“Caritas.” 


Ives & Myrick Record 


The Ives & Myrick Mutual Life gen- 
eral agency, which it is reported will 
lead all New York City general agencies 
in annual production, reports for Decem- 
ber a paid-for business of $5,065,455 as 
compared with $2,783,412 in 1927. For 
the year the total paid-for business 
amounted to $46,822,422 as compared 
with $38,096,894 in 1927. 


Official Proceedings Issued 


The American Life Convention has 
issued the official proceedings of its 
twenty-third annual meeting held in St. 





Louis last October. 











wanted 


want to 


casts his lot with us. 


to be wise ones. 


tell you about our service. 


eeping the New Year 
Free From Errors 


You may be finding it a hard thing to do, this matter of keeping 
1929’s pages fair and free from blunders. 


If choosing a company is one of the decisions you must make 
now, there'll be no regrets if you decide on one that helps its agents in 
every possible way. 

The Springfield Life offers real cooperation to every agent who 
You will receive help in finding prospects, and 
you will have an interesting range of policies to cover the needs of pros- 
pects and to help make them your clients. 

Write us if you are ready to begin work as a life underwriter. 


“Serve and Succeed with The Springfield Life’’ 


SPRINGFIELD LIFE INSURANCE COMPANY 


Home Office: SPRINGFIELD, ILLINOIS 


This year’s decisions you 


We 
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Borden Writes Book 
on Investment Trust 
and Insurance Service 


There is much discussion going on 
these days as to investment trusts. All 
agree that some are better than others 
and the American Bankers Association 
has just appointed a committee to look 
into certain features of the investment 
trust situation. re 

There is one type of investment trust, 
however, which is but little recognized 
as such, yet in respect to site and to 
general standing, far outranks all other 
investment trusts. Albert G. Borden, 
a vice president of the Equitable Life of 
New York, has chosen to write a valu- 
able book on this particular subject, en- 
titled, “The Investment Trust Service 
of Life Insurance,” just published by 
F. S. Crofts & Co. of New York. 

In this book Mr. Borden brings out 
the fact that the investment trust idea 





BORDEN 


ALBERT G. 


is not really new in this country but 
that it has existed for many years, in 
a highly developed form, in many of the 
great life companies; or, as he has ex- 
pressed it: 2 

“A life insurance estate, when prop- 
erly set up, represents a definite 
share in a superb investment trust, 
bought on the instalment plan, and 
under which all unpaid instalments 
are canceled at death.” 

The book begins with a colloquy be- 
tween a banker and a merchant on the 
subject of an ideal investment and then, 
after illustrating the recent growth of 
the investment trust idea in America, 
there is presented by diagram and text 
what might be known as “A Model Life 
Insurance Estate,” illustrating how the 
investor can guarantee the “after death” 


financial service of life insurance for 
the benefit of the family. 
Mr. Borden writes from a_ rather 


unique standpoint. He is not only a 
life insurance executive and for a num- 
ber of years trained the salesmen of 
the Equitable, but he conducted in the 
past an independent life insurance 
agency that featured particularly the 
insurance problems of men of substance, 
by reason of which he speaks with au- 
thority from the dual standpoint of 
both theory and practice. 


INSURANCE ON OFFICERS 
AIDS BUSINESS GROWTH 





“When this business was founded in 
1896, it had little capital, and life insur- 
ance protection was imperative to as- 
sist in establishing credit,” said Jay C. 
Hills, president of Peck & Hills Furni- 
turé Company, Chicago, when asked his 
reason for carrying such large policies 
on the lives of various executives of the 
company. “The growth of this com- 
pany,” he continued, “has been constant, 





and its life insurance has kept pace 
with its increasing volume, until at the 
present time, approximately $3,500,000 
insurance is carried on the officers and 
managers of our business. 

“I am a firm believer in coordinating 
life insurance protection with the activi- 
ties of commercial corporations. I be- 
lieve it good business to take advantage 
of life insurance policies, which guaran- 
tee a large amount of cash at an un- 





certain date and greatly assist in mak- | 


ing permanent the organization and in 
strengthening credit. 

“Peck & Hills has grown from a 
meager business in 1896 to a volume 
which in 1928 will probably exceed $17,- 
500,000, and in my opinion the use of 
life insurance has materially assisted in 
this growth.” 

Upon the retirement of Mr. Peck in 
1902, the business was incorporated, J. 
C. Hills becoming president. Since then 
Mr. Hills has been increasing his insur- 
ance yearly, until he now carries over 
$2,500,000 worth. About half of this 
amount, $1,196,500, is in favor of Peck 
& Hills Furniture Company. The bal- 
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Prudential Would Aid 
Newark Housing Plan; 
Waits on Legislation 


NEWARK, Jan. 3.—Although it is 
anxious to undertake the financing of 
the model housing proposed by Robert 
S. Sinclair and Mayor Congleton, the 
Prudential says that nothing can 
done yet toward improving housing con- 
ditions for working people at a low 
rental in Newark until the necessary 
legislation is enacted. 

Chis plan has received wide publicity 
in the east and President Edward D. 
Duffield of the Prudential is enthusiastic 
to start the Newark development. The 


| obstacle preventing it is the lack of laws 


ance of insurance carried on Mr. Hills’ | 


life names as the beneficiary the Hills 
Investment Association, which owns 
and finances much of the real estate and 
buildings used by the Peck & Hills 
company. 


allowing such investments, such as have 
been enacted in respect to New York 
life insurance companies. 

Mr. Duffield said the desire to finance 
this great development is not of a mer- 
cenary nature, but is rather looked upon 
as an opportunity to do something for 
the people residing in the city in which 


the Prudential is domiciled and to aid 
in bringing about better living condi- 
tions for those whose financial circum- 


stances do not afford reasonable, com- 
fortable housing. 


“We are in a dual position,” Mr. 


be | 


9 


| Duffield said. “We have the funds to 
invest, but they are not ours. They be- 
long to our policyholders. Before invest- 
ing we must see that they are safe- 
guarded, and when safely invested we 
must see that a sufficient rate of interest 
is returned to give a fair return to the 
owners of the money.” 

The investment would yield to the 
Prudential policyholders a maximum of 
6 or a minimum of 4% percent, accord- 
ing to a suggestion of the possible range 
of the return, 


Policies to Employes 


Policies totaling $54,000 were distrib- 
uted last week at the Peoria Life’s an- 
nual Christmas party to 34 new em- 
ployes by President Emmet C. May and 
receipts renewed on old ones, aggregat 


ing $6,278.28. The company is now 
carrying 173 policies for its employes 
totaling $281,000. The party was held 
in the auditorium of the Peoria Life 
and the presentation of a play, “Love 
One Another,” written by Walter C 
May, vice-president, was the feature of 
the afternoon. Rev. Thomas E. Shea, 
chancellor of the Peoria diocese, deliv- 
ered the Christmas talk 

The Creseent of St. Louis, an assess- 
; ment life company, has been licensed in 
| Illinois 








A SUCCESSFUL RECORD 


ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-three years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-three years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


1927 


$325,000.00 
1,281,909.93 
2, 158, 315. 62 
2,344,449.12 
3,037, 135. 59 


3,760,337.71 


4,451, 264.48 

5 
7,011.554.27 
8,655,788.49 


10,231,921.21 
12,021,820. 06 
13,665,053.54 


15,532,346.26 

20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 
75,257,687.64 


756,690. 86 


1928 86,500,000.00 


CALIFORNIA 
The Company has just been licensed in California. We give direct Manager’s or General 
Agent s contracts to desirable men for as much territory as they can profitably handle. 
Here is an opportunity for men who wish to build a general agency with a successful, 


growing, Mutual Company. 


For Particulars address Frank P. Manly, President 


Indianapolis Life Insurance Company 


INDIANAPOLIS, INDIANA 
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GIRARD LIFE REPORTS ATTEMPT TO STIR FIGHT 
GOOD GAINS FOR YEAR FOR COMMISSIONERSHIP 
ey en a 7 
- agi MORTALITY RATIO IS HIGHER /| PRESS, POLITICIANS ACTIVE 
D A : —_ O —_ G R A M Influneza Epidemic Brings up December Joseph P. Thompson, George E. Hack- 
Figures—Continues Agency Expan- mann Are Outstanding Candidates 
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CR IDI DY 


Agents and Brokers 


have found the Union Central service so good that 
they have submitted 


Seventeen Hundred and Two Applications 


for 


Sixteen Million Three Hundred and 
Fifteen Thousand Dollars 


on the lives of Chicagoans during the first eight 
months of this year. 


Why? 
Because: 


We offer the best of service— 

The most liberal underwriting— 
(Only 3% declined business to date) 
Liberal substandard ratings— 

Low premium rates— 

Big dividends— 

Practically no lapses— 


Half of the field man’s success depends 
upon his management. 


Get with Chicago’s big Agency, backed 
by twenty years of Chicago’s most aggressive 
and successful leadership, housed in the 
world’s finest Agency quarters and be assured 
of success. 


We shall be glad to have you call or 
communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 


sion Program 





PHILADELPHIA, Jan. 3.—The Gi- 
rard Life had a very good year in 1928. 
President Albert Short says the busi- 
ness in force showed an increase of be- 
tween 14 and 15 percent and the in- 
crease set for next year has been placed 
at 20 percent. 
est rate generally in effect throughout 
the country interest earnings will run 
about the same as in previous years. 
The mortality ratio is slightly higher, 
following a bad December, due some- 
what to the influenza epidemic. The 
company’s average mortality for the 
past five years was 42 percent. In 1927 
it was 38 percent. The first eleven 
months of 1928 found it at 42 percent 
but a 75 percent of the expected for 


45 percent. 
Push Agency Expansion Plans 


The resignation of Vice-president 
Woodworth will not affect in any way 
the expansion program of the Girard 
Life, President Short states. As a mat- 
ter of fact, Mr. Short declared the pro- 
gram, begun when Mr. Woodworth was 
secured as head of the agency force, 
will be increased in 1929. 

Mr. Short said no successor to Mr. 
Woodworth has been named and will 
not be before the annual election, the 
fourth Thursday of January. Mr. Short 
seemed doubtful whether anyone would 
be named to replace Mr. Woodworth. 

This past fall the Girard appointed 
two field supervisors and plans to ap- 
point still a third. Mr. Short said the 
company seems to feel that these three 
men can take take charge of the com- 
pany’s agency force development. 


MASON GETS NASHVILLE POST 





Connecticut Mutual Calls General Agent 
William M. Carr to Home Office 
for Special Work 





In order that he may specialize ex- 
clusively in the field of estate-planning 
and taxation in life insurance for the 
company, William M. Carr has resigned 
as general agent of the Connecticut Mu- 
tual at Nashville, having served for five 
and a half years. The company an- 
nounces Horatio P. Mason as his suc- 
cessor. He will have all of Tennessee, 
east of the western boundaries of Stew- 
art, Houston, Humphreys and Perry 
counties and east of that part of the 
Tennessee river flowing through Hardin 
county. Mr. Mason has been in the 
service of the Richmond general agency 
for three years. 


RICE-WRAY TO OFFICE OF 
CONNECTICUT MUTUAL 





T. C. Rice-Wray, one of the best 
known life insurance men of Detroit, 
specializing in wills, estate service, etc., | 
where he has for some years been 
prominent in the Johnston-Clark agency 
of the Mutual Benefit, has become con- 


Despite the lower inter- | 


December brought the year’s figure to | 


for Post 





ST. LOUIS, Jan. 3—The daily press 
of Missouri and some politicians are 
endeavoring to stir up the alleged tra- 
ditional contest between the stock and 
reciprocal fire insurance companies over 
the appointment of a new insurance su- 
perintendent to succeed Ben C. Hyde, 
who, because of the condition of his 
health, is not a candidate for reappoint- 
net by Governor-elect Henry S. Caul- 

eld. 

There are two outstanding candidates 
for the post. They are Joseph P. 
Thompson, secretarv to Arthur M. Hyde 
when he was governor, and at present 
in the insurance business in Kansas 
City, and George E. Hackmann, for- 
mer state auditor, who is vice-presi- 
dent of a St. Louis life company. 

Mr. Thompson at present is affiliated 
with the Sentinel Life, of which Mr. 
Hyde is president. Charles M. Howell, 
who is prominent in reciprocal affairs, 
was also interested in the organization 
of the Sentinel Life. 


Stock Insurance Men Inactive 


Some friends of Hackmann in recent 
weeks have been somewhat inclined to 
accentuate the fact that he and Arthur 
M. Hyde had clashed in politics as well 
as in business, believing that he prob- 
ably can secure the backing of the old- 
line insurance companies for insurance 
commissioner. However, it is almost 
certain that the stock insurance inter- 
ests are not going to take any active 
part in the selection of the new super- 
intendent of insurance. At any rate, 
there is not the slightest chance that 
they will precipitate a fight either for 
or against any man for the job. Pri- 
marily their interest at Jefferson City 
is in securing a square deal. Leaders 
of insurance in the state believe that 
Governor-elect Caulfield is entirely ca- 
pable of selecting a high-class man for 
the position of insurance superintend- 
ent, and that they can depend on an 
administration at Jefferson City that 
will fully protect their interests. Gen- 
erally it is believed that there will be 
an end of any active hostility for or 
against any insurance group or class. 


COMPANY BUYS BUILDING 





Mississippi Valley Life Completes Deal 
for Former Home Office of 
Central States Life 





The building at 3207 Washington bou- 
levard, St. Louis, formerly the home 
office of the Central States Life, has 
been purchased by the Mississippi Val- 
ley Life through its president, J. D. 
DeBuchananne, from Bixby-Smith, Inc., 
who acquired it from the Central States 
Life in 1927. The Mississippi Valley 
Life plans to use the building as its 
home office. 

This company has plans under way 
for enlarging its business to approxi- 
mately $50,000,000 insurance in force. 
Deals are now under negotiation look- 





nected with the home office of the Con- | 
necticut Mutual Life, in an advisory 
capacity, assisting the home office in 
giving service to the field force. The 
Connecticut Mutual, which is already 
strong in its field educational and advis- 
ory work, has thus greatly added to its | 
equipment in securing the services of a | 
man of the caliber of Mr. Rice-Wray. 








———— ! 
American Central Increase 


Officials of the American Central of 
Indianapolis have filed papers with the 
secretary of state increasing the capital 














stock $363,000. 


ing to the purchase of other insurance 
companies, which will be merged with 
the Mississippi Valley Life. 

The company now has $15,000,000 of 
insurance in force and admitted assets 
of $2,000,000. 

The present home offices of the com- 
pany are located in the Paul Brown 
building, Ninth and Olive streets. 


Western Reserve Increases Capital 


The Western Reserve Life of San 
Angelo, Tex., has filed an amendment 
increasing its capital stock from $100,- 
000 to $112,500. 


U. S. § 
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U. S. SUPREME COURT 
WILL PASS ON METHOD 





QUESTION OF TAXABLE GAIN 





Deferred Dividend Policies Involving 
Old “Insurance Bond” of New 
York Life Are Involved 





What is the proper method for ascer- 
taining taxable gain on participating de- 
ferred dividend life insurance policies 
issued in 1899 and surrendered upon 
maturity in 1919, is the question in- 
volved in the case of Robert H. Lucas, 
collector of internal revenue vs. A. J. A. 
Alexander, which the United States 
Supreme Court consented to review. 

On June 5, 1899, Mr. Alexander ob- 
tained two policies from the New York 
Life. The face value of each policy was 
$50,000 and each was a participating 
deferred dividend policy called an “in- 
surance bond with guaranteed interest.” 
The accumulation period of each was 20 
years. These policies were fully paid 
up in 1908, 

The policies provided for certain pay- 
ments in the event of the death of the 
insured during the accumulation period, 
and for certain accumulation guarantees 
and benefits, if the insured lived to the 
end of the period. They contained pro- 
visions that the “insurance bond” should 
participate in surplus, but that no divi- 
dends should be apportioned to it be- 
fore the end of the accumulation period; 
that the accumulation period ended in 
May, 1919; and that if the insured was 
still living and if all the premiums had 
been duly paid, then the company would 
apportion a dividend to the insured. The 
insurance company guaranteed that the 
entire cash value of each “insurance 
bond” at the end of the accumulation 
period shall be $50,000, plus the cash 
dividend then apportioned by the com- 


pany. 

In 1919, Mr. Alexander received $120,- 
797, the cash surrender value of the 
policies, plus the dividends. He reported 
some $17,000 as gain, claiming that the 
remaining $103,500 represented’ the 
March 1, 1913, value of the policies. 
The commissioner of internal revenue 
found that the taxable gain was $42,000, 
the difference between the sum received 
and the amount Mr. Alexander actually 
paid as premiums. This resulted in a 
deficiency tax of $11,300. After paying 
part of the amount assessed, he brought 
suit in the federal court in Louisville to 
recover the amount. 

The district court sustained the plain- 
tiffs contention that the taxable gain 
was the difference between the value of 
the policies upon their surrender and 
the March 1, 1913, value of the policies. 
This was sustained by the circuit court 
of appeals for the sixth circuit, and the 
collector then petitioned the United 
States Supreme Court to review the 
case. 


Green Signal Club Meeting 

Final preparations have been made for 
the twentieth annual convention and 
banquet of the Green Signal Club of 
the Illinois Life. This club is composed 
of Illinois Life producers operating in 
its home state. The convention sessions 
will be held at the Illinois Life building, 
Chicago, Saturday. That evening the 
agents and their guests, together with 
all the home office employes, will gather 
at the Stevens Hotel for a banquet con- 
cluding with entertainment and dancing. 
Club officers for 1929 are as follows: 


Daniel B. Ryan, president; Ralph N. 
Engle, first vice-president; Robert J. 
McGrath, second vice-president; John 


L. Carey, third vice-president. 


Sarles With Inter-Ocean 
F. W. Sarles, assistant secretary of 
the “Weekly Underwriter,” has resigned 
that post to become publicity director 
for the Inter-Ocean Casualty of Cincin- 
nati. 





LIFE 


INSUR: ANCE EDITION 11 








SUCCESSOR TO CLANCEY 
IS EXPERIENCED LIFE MAN 


—_—. 


JONES WINNIPEG MANAGER 





Aetna Life Announces Appointment 
of Well Known Life Man to 
Head Branch Office 





The Aetna Life has announced the ap- 
pointment of O, Pryce Jones as manager 
at Winnipeg, Man. He will succeed 
Robert I. Clancey, who was recently 
appointed Dominion superintendent. 

Mr. Jones, who has represented the 
Aetna Life since 1923, has for the past 
six years been manager of the Winni- 
peg branch office of Dale & Co., gen- 
eral insurance agents. He is cited by 
Mr. Clancey as a capable executive who 
is thoroughly conversant with the Can- 
adian field. 


New Manager’s Career 


O. Pryce Jones was born in Liverpool, 
England, Sept. 17, 1887. After attend- 
ing the schools of that city and Liver- 
pool University, he began his appren- 
ticeship in average adjusting in 190s. 
This continued until 1909, after which 
he removed to Canada. 

After a brief banking experience in 
Canada, he joined the insurance agency 
of Parkes, McVittie & Shaw of Toronto. 
He served that organization from 1910 
to 1912, when he became associated with 
the Toronto branch of Dale & Company. 

In 1917, he was transferred to the 
main office of Dale & Company at 
Montreal, and one year later was made 
assistant secretary and joint office man- 
ager. In 1920, he went to St. John’s, 
Newfoundland, where he opened a new 
branch office for Dale & Company. 

He remained at St. John’s until 1922, 
when he was sent to Winnipeg to or- 
ganize another branch office. H> has 
since continued as head of the Winni- 
peg office, in which capacity he has ber” 
conspicuously successful. 


Wunner-Sveska Agency 


The Wunner-Sveska Company of 
Omaha, which will be general agent of 
Nebraska for the Pacific Mutual Life, 
has been organized by Arthur D. Wun- 
ner and Frank L. Sveska. Both men 
have had many years of experience in 
the insurance field. Mr. Wunner has 
been in Omaha for more than 18 years 
and was formerly with the Northwest- 
ern Mutual for nine years, and the Pa- 
cific Mutual for nine years. Mr. Sveska 
has been in the insurance business in 
Omaha for the past 10 years and was 
formerly with the Travelers. 


Newell Made Associate Manager 


R. Burt Newell, who by paying for 
$2,084,500 worth of business last year 
broke all records for personal produc- 
tion in the ranks of the Union Central 
Life agents, has been appointed associate 
manager of the company’s Chicago 
office, which is headed by Darby A. 
Dav. Mr. Newell has been continuously 
with the Day agency since he has been 
connected with the Union Central. His 
new duties will be to assist brokers 
with business insurance cases, but this 
work will not interfere with his per- 
sonal ~roduction. 


North Succeeds Taylor 


Haley Fiske announces that Frederick 
F. Taylor has resigned as superintendent 
of agencies of the central territory and 
Cecil J. North, now manager of the 
Verdun (Montreal) district, has been 
appointed his successor. Mr. North has 
had ample experience in several dis- 
tricts in Canada, making an excellent 
record in each. He is a brother of Vice- 
president North. Mr. Taylor is retir- 
ing after a long and efficient record with 
the Metropolitan Life. 


























INTERESTED? 


1. POLICY PROCEEDS earn 5% 


interest. 


2. ACTUAL RESULTS show very 


low cost. 


3. ALL PERMANENT PLANS, 
ages 15 to 65. 


4. A PARTNERSHIP PLAN of 
building an agency. 

5. FREE MEDICAL EXAMINA- 
TIONS for policyholders. 


6. JUVENILE CONTRACTS, 
ages one day to 14 years. 

7. NODEATH CLAIM EVER 
CONTESTED OR COMPRO- 
MISED. 


8. SINGLE PREMIUM 2-YEAR 
ENDOWMENT for investment. 


9. GUARANTEED LOW COST 
SPECIAL, in amounts of $5,000 and 
upward. 

10. GENERAL AGENCY oppor- 
tunitiesin Illinois, Indiana, Michigan, 
New Jersey, Pennsylvania, Virginia, 
West Virginia, lowa and California. 





Give full details with reference to past 
experience, and state plans and territory 
wanted. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises’’ 
































BY CLINTON F. CRISWELL 


Secretary Chicago 


associated with life insurance men I 

have seen many of them fail for 
the uncomplimentary yet honest reason 
that they were, judged from accepted 
standards of their business, “pikers.” 
They try to act as estate advisers and 
talk in big figures without being the pos- 
sessors of any respectable estate them- 
selves; as experts in finance when ob- 
viously they could not organize their 
own personal budgets. They had few 
books and read no insurance papers. 

I can best illustrate what I mean by 
referring to the mental attitude toward 
success of one of the ablest salesmen I 
ever met, John H. York, of the State 
Mutual Life agency in Cleveland. He 
doesn’t sell life insurance, although his 
paid-for annual production has been con- 
sistently over $1,000,000 for many years. 
He makes his clients want to buy it, 
and they become his friends. 


[) ssoocies the 10 years I have been 





One day York told me how he was | nake m 
| bigger the man or institution the great- 


trying to help a new man in the agency 
make good. He was getting discouraged 
and seemed to lack confidence in his ap- 
proach and punch in his presentation and 
close. “I told him I would loan him a 
certain amount of money each week if 
he would promise always to carry $50 
in his pocket.” 


Short on Money, Long on Time 


Many times during these years I have 
been complimented by being stopped by 
an underwriter and “panhandled” for the 
price of a meal. Such men who are al- 
ways short of money are usually long 
on time. The impression of the business 
they give to the public is, to the say the 
least, unprofessional. 

It’s pretty hard to sell what a man 


Association of Life Underwriters 


made in one of the best insurance cities 
in the country and it was astonishing to 
find that one-fourth of the insurance 
salesmen carried only $5,000 of life in- 
surance or less, and the average of the 
whole group, including general agents 
and managers, was only $12,400. 


Always Room at Top 


Some salesmen are keen to seek out 
and make use of every possible aid to 
personal efficiency and better business 
standing. The agent who “can’t see why 
he should join the underwriters” never 
knows how many times his name was 
passed over when a general agent or 
manager is wanted. The old adage about 
there being room at the top is true in 
life insurance. For years I have had 
more requests for men to take respon- 
sible positions than I could recommend 
as worthy and well qualified. 

Business men know that they have to 
spend money to make more, and the 


er is the willingness to make a capital 
investment that. will increase the return. 
If all a salesman contributes is his time 
and judgment, does it not seem reason- 
able to analyze how he can improve 
both? I have heard some very scholarly 


| addresses to the field men from titled 


| front. 


| 


officials of the home office that, in the 
nude, really meant only “Work like hell.” 
Maybe so. You can go by a ‘Chinese 
laundry at seven in the morning and 
eleven at night and see them still iron- 
ing shirts, but I’ve never notice them 
driving any fine cars. 

I’m not advocating just a hollow 
But I knew of a young doctor 
in an eastern city who was so poor 
after he graduated that he actually did 


has never bought. Years ago a test was! not have enough to buy food, but they 
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rattled the dishes every meal time, so 
the neighbors wouldn’t know it. Today 
he is prosperous from a large practice. 
It’s hard to overcome the “piker” ten- 
dency if a man is just naturally fruggl 
and self-contained. But in my observa- 
tion of hundreds of life men in most of 
the cities east of the Rockies a man is 
no bigger than he feels. If he expects 
a buyer to be self-sacrificing and gen- 
erous that others may be happy and en- 
joy life’s better things, a salesman will 
make more money if he will learn or 
force himself to practice some of the 
same qualities of manhood and character. 


Penn Mutual Makes Big Gain 


New delivered business of the Penn 
Mutual Life for 1928 totaled $255,000,- 
000, exclusive of paid-up additions and 
revivals. The gain over 1927 was $41,- 
000,000. Expressed in percentage this 
gain is 19.41. 


Good Increase Is Reported 


DULUTH, MINN., Jan. 3.—Officials 
of the New York Life*here reported an 
increase of over 1,000,000 in the busi- 
ness of its Duluth district branch last 
vear. A new high volume record was 
set, the total business written aggre- 
gating $4,100,000. F. S. Whiting was 
the principal speaker at the annual 
branch dinner. In the course of an in- 
teresting talk he compared insurance 
conditions today with those existing 20 
years ago. 


Award Service Pins 


Service pins and gold pieces were 
awarded to employes who have com- 
pleted 10, 15 and 25 years of service with 
the Connecticut General Life at the an- 
nual Christmas party of the home office 
force. The presentations were made by 
President Robert W. Huntington, and 
Secretary F. B. Wilde also spoke briefly. 

G. A. Drieu, assistant secretary, re- 
ceived a 25-year pin, and Agency Secre- 
tary G. E. Risley and A. H. Dorr re- 
ceived 20-year pins. 
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BIG AMOUNT COVERED 
BY TRUST AGREEMENT 


LIFE INSURANCE A FACTOR 
Total Sum Involved Is Fixed by the 
American Bankers Association 
at $750,000,000 





The committee on insurance trusts of 
the trust company division of the Ameri- 
can Bankers Association shows that 
three-quarters of a billion dollars of life 
insurance is now covered by trust agree- 
ments in American banks and trust com- 
panies. The committee estimated that 
by the end of the present year the total 
will pass the $1,000,000,000 mark, The 
amount of insurance trusteed in 1927 
was twice as large as that for 1926 and 
more than the combined total for the 
preceding four years. The average size 
of the trusts is about $54,000. One in- 
stitution alone created trusts involving 
more than $20,000,000 insurance in 1927. 
The survey shows that banks and trust 
companies in all parts of the country 
have awakened to the possibilities ot 
serving their communities by this mod- 
ern device. 


Fraternal Insurance Decision 


Where it is shown that a mutual bene- 
fit society had a custom of accepting 
dues and assessments of its members 
within three months after same were due, 
although the by-laws provided that all 
benefits from the society should be can- 
celed unless dues and assessments were 
paid at the time provided therein, held 
that the beneficiary of a member who 
pays his assessment on an insurance 
policy issued by said society within the 
time established by the custom, although 
after the time as set out in the by-laws, 
is entitled to all benefits as provided in 
the insurance policy. K. of P. Lodge. 
vs. Ewing, Sup. Ct. Okla. 


























WRITE 


THE MINNESOTA MUTUAL LIFE 


or Hattiesburg 
in Mississippi 
An attractive General Agency opportunity will be open 


in each of the above places early in 1929 for the right men. 


The Company—$160,000,000 of Insurance in Force— 
Assets $18,000,000 — purely mutual — growing — and 
having the most definite aids for selection, education 
training and supervision of agents. 








INSURANCE COMPANY 


Saint Paul, 


Minnesota 
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SEES GREATER NEED 
FOR LIFE INSURANCE 


(CONTINUED FROM PAGE 3) 





of prosperity are not yet in evidence. 
Money rates are higher, due to gold 
exports and stock market speculation, 
but I feel confident that the banks will 
see to it that the legitimate demands 
of money for business purposes are met. 
Number of Lines in Better Shape 


“A number of business lines are en- 
tering the new year in much better 
shape than they entered 1928. Among 
these is the copper industry. Copper is 
now selling around 16 cents a pound, 
the highest it has reached since 1921. 
Stocks on hand are small—equal to less 
than two weeks’ supply at the present 
rate of consumption. New demands for 
copper have been created. 

“The oil industry is in much better 
shape than it was a year ago. An ‘in- 
stitute’ or association of leading pro- 
ducers has been formed to keep produc- 
tion from running too far ahead of de- 
mand. Results are already becoming 
apparent, and the last quarter state- 
ments of the large oil refining com- 
panies should be much better reading 
for their stockholders than those issued 
for the last quarter of 1927. This im- 
provement should carry over into 1929, 
promising a more prosperous year for 
the industry. 


Textile Industry Recovering 


“The textile industry, which has been 
scraping bottom for the past few years, 
shows definite signs of convalescence. 
\ report for October (the latest avail- 
able, at this time) indicates that sales 
are running ahead of production. If 
this is the case, certainly this industry 
is in better shape than it was a year 
ago. 

“The steel industry 
and promises well. 
offsetting their losses in revenue by 
operating economics and are showing 
very satisfactory net returns. Sales of 
electricity and gas are steadily mount- 
ing. Retail business has been very 
good in the last months of 1928—and 
should continue brisk as long as em- 
ployment remains high and people have 
money to spend. 


been active 
The railroads are 


has 


Automobile Business Picked Up 


“Automobile business was light at the 
beginning of the year 1928, but picked 
up as the vear advanced. There are in- 
dications that the stored-up demand 
which was carried into 1928 has not yet 
been filled, and should stimulate pro- 
duction in 1929. Automobiles are 
bought in largest numbers when there is 
diffusion of prosperity—a condition 
which appears to exist as we enter the 
new year. Incidentally the replacement 
demand is growing greater every year, 
the two-car to a family idea is spreading 
and the foreign demand is increasing. 
These factors, in conjunction with the 
purchases of that large group of people 
who join the car- -owning classes each 
vear, might easily result in the produc- 
ion of close to 5,000,000 automobiles 
yn He the coming year—the mark 
which the automobile industry has been 
iiming at for some time. 

Building and Construction 


“Building and construction is one of 


the mainstays of our prosperity. The 
steel. lumber, cement, brick, copper, 
heating and plumbing equipment, elec- 


and other industries 
building for a large 
The purchasing 
carpenters, plas- 


trical equipment 
depend upon new 
part of their market. 
power of brick layers, 
terers, paperers, steel workers, plumb- 
rs, electricians and others, when em- 
ployment is steady, does much to stimu- 
late retail trade and contribute toward 
the prosperity of many other industries. 
“Requirements for new factory con- 
struction are small. Our present fac- 
tory plant and equipment is sufficient 
to produce considerably more than can 
easily be sold. Apartment house build- 
likely to be as active as it 


ng is not 


LIFE 


has been in the past, for one reason be- 
cause many cities are now overbuilt; 
for another, because the money market 
is not so favorable to the financing of 
such ventures as it was a year ago. 
Office and Mercantile Buildings 


“To offset this, however, there is 
likely to be a continued demand for new 
office and mercantile buildings; 


the | 
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building of suburban and country homes | 


will probably continue unabated; 
dams is likely to be more active than 
ever. A few other indications pointing 
to this conclusion are: the flood con- 
trol works in the Mississippi valley, the 
many hydro-electric programs planned 
or under way, the big bond issues and 
increases in gasoline taxes that have re- 
cently been authorized for highway con- 
struction purposes, and the proposed 
electrification of railroads. A _ large 


and ! 
‘the construction of highways, bridges and | 


amount of government building is also | 


1”? ~prospect. 


1928 than it was in 1927; but it still 
leaves much to be desired. The farmer 
is slowly working his own way out but 
what 1929 holds for him is impossible to 


predict, for his business largely depends 


upon weather conditions both here and 
abroad—and weather conditions are im- 
possible to predict far in advance.” 


| 





I — _ | ciation of Life Underwriters. 
“The farmer’s income was larger in | 
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AGENCIES TO CONDUCT 
COOPERATIVE SCHOOL 


DETROITERS TRY NEW PLAN 
Daily Classes for One Month Will Be 


Held—Stress Will Be Laid on 
Salesmarship 





DETROIT, MICH., Jan. 3.—The 
four insurance companies located in the 
Eaton tower, an office building here, 
will conduct as an experiment a joint 
school of salesmanship and service for 
their agents for a :nonth, beginning in 
the middle of February. 

The 
the Sun Life of Canada office, which is 
under the management of Ernest W. 
Owen, secretary of the National Asso- 
The other 
companies that have joined in the ex- 
periment are the Guardian Life, of 
which John G. Morey is manager; the 
State Mutual Life, Norton Ives, local 
manager; and the Equitable Life of 
Iowa, Fred L. Smart, local manager. 

The plan is described by Mr. Owen 
as an apt illustration of the extent to 
which destructive rivalry and cut-throat 


school will be held mornings in ' 


competition in the life insurance field 
is being succeeded by mutually bene- 
i ficial cooperation. “Can you imagine 
such a plan as this being proposed sev- 
eral years ago?” asked Mr. Owen. 
“Think of suggesting to the other fel- 
low that you teach each other’s agents 
to be better salesmen.” 


Close Cooperation Seen 
60 and 75 agents are ex- 
pected to attend the daily sessions of 
the school. “Last year I found that we 
did more business during the month the 
agents came to school every morning 
than we did the rest of the months,” 
Mr. Owens commented. “Everybody 
kept on his toes and got right down to 
work every day.” 
Outside Speakers Scheduled 


Between 


Possibly as many as 20 outside speak- 
| ers will be brought to Detroit to address 
| the school, the announcement says, and 
| other talks will be made by members 
of the office personnels. 

The reason this particular group of 
four companies banded together to hold 
the school, it is said, is entirely because 
of the location of their offices in the 
same building. Attending the sessions 
| will not take the agents out of their 
| way. The four companies entering into 
the experiment are the only insurance 
companies located in the building. 








Home Office Help— 
when a feller needs a friend— 














After you have decided that “the company, 
its rates, and its contracts are right, and you face 
a territory full of nothing but people — that’s 
when a feller needs a friend. 


The Franklin Field Service Department sticks 
right with agents from the time it sends out the 
lists of old policyholders—who are friends when 
the Company is The Franklin—until the end of 
the chapter. 


The Field Service Department keeps agents 
exactly informed about the business end of their 
business. 
force, comparative data to show actual progress 
or lack of progress, helpful suggestions at times 
when competition is close or time is short; these 
helps, efficiently and cheerfully tendered, make 
F a agents call this Department a friend 
in need. 


Accurate statements of 


The Franklin Life Insurance Company 


Springfield, Illinois 


business in 
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Life Insurance and Thrift Week 


ALTHOUGH life insurance men have not 
functioned to any great extent during 
Thrift Week, which is now annually ob- 
served, it would seem that there are 
great possibilities in a particular drive 
during that particular week because 
thrift is brought before the minds of 
the people by different organizations. 
It has been observed for seven days, 
starting on Jan. 17 each year. Every 
day of this week can well be linked up 
with life insurance production and the 
usefulness of life insurance. 

On Jan. 17 BENJAMIN FRANKLIN’S 
birthday anniversary will be celebrated. 
BENJAMIN FRANKLIN was one of the 
great apostles of thrift. He taught the 
value of saving money, not in a miserly 
way but for some real purpose. Jan. 
18 is National Budget Day. We are all 
interested in budgeting expense and in 
the calculation of the family budget, 


life insurance should have its part. Jan. 
19 is National Life Insurance Day 
which, of course, has a particular sig- 


nificance to life insurance men. Jan. 
20 is the Share with Others Day. On 
Jan. 21, Own Your Home Day. Jan. 
22, Make a Will Day. On Jan. 23, 
Safe Investment Day. 

It will be seen therefore that every 


one of these specific days can be linked 
up closely with life insurance. Life in- 
surance fits in nicely with any scheme 
of thrift or conservatton of resources. 

Some organizations are particularly 
interested in sponsoring National Thrift 
Week, especially the Younc MENn’s 
CurisTIAN Association. There will be 
thrift talks at city clubs. Newspapers 
will carry thrift messages. It will be 
a week that life insurance men can well 
emphasize because of their own part in 
any thrift campaign. 


Greater Training Is Needed 


Tue fact is becoming very apparent 
to life insurance executives that com- 
panies will have to give more and more 
attention to educational work in 
nection with their agents. This is now 
a foregone conclusion. As time has gone 
on it has been apparent that to send a 
man out merely with a rate book and 
tell him that the field is his to conquer 
does not get him anywhere. One of the 
main difficulties in holding life insurance 
men is the fact that they became dis- 
couraged largely because they were un- 
fitted for the task before them. Even 
though they remain in the field they are 
not working up to their fullest capacity, 
because they are ignorant of some of the 
fundamentals of securing business. As 
the need for life insurance grew and as 
life insurance arose to meet the de- 
mands, there was required more expert 
treatment on part of rate book men. 

Agency executives have recognized 
the fact that there is too great a turn- 
over in the soliciting field. Too many 
men are employed, given a little train- 
ing and then left to shift for themselves. 
The mortality, therefore, in this depart- 
ment has been terrific. The abler minds 
in the business sought to find a solu- 
tion for this very difficult problem of 
reducing the agency turn-over. As 
soon as men better prepared and more 
expertly trained for their task were put 
in the field, it was found that they made 


con- 


more money, they were more contented 
and they gave more satisfactory service 
to their clients. Therefore, they remain 
in the business. 

Home offices these days must recog- 
nize the value of educational training. 
Many of the more progressive com- 
panies have installed a regular educa- 
tional department. Men who enter the 
service of such companies are given a 
systematic course. If it is found in due 
season that they cannot make the grade, 
they are frankly told so. The growth of 
these companies has been the greatest 
proof of the value of their educational 
methods. We have now organizations 
that are devoting themselves entirely to 
a study of agency problems. The life 
schools conducted by Dr. 
Cuartes J. Rockwett and others have 
proved most successful. It is inter- 
esting to know that at the annual meet- 
ing of the AssocraTION oF Lire AGENCY 
Orricers and the Bureau or Lire INsur- 
ANCE SALES RESEARCH a special session 
was set aside for educational directors. 
These men have come into prominence 
in recent years. They occupy now a 
well defined field in life insurance pro- 
motion work. They are applying edu- 
cational principles and methods to life 
insurance selling and the training of 
men in the field. 


insurance 


“An ounce of loyalty is worth a pound 
of cleverness.” 























Harry S. Hall, who has taken the 
general agency of the Liberty Life of 
Topeka with headquarters at 3510 Pine 
street, Omaha, is one of the well known 
life insurance men of his state. For the 
last 11 years he was agency supervisor 
in Nebraska for the Bankers Reserve 


Life. He has a large acquaintance in 
the state. The Liberty Life operates in 
11 states. 


C. Allison Scully, vice- president of the 
National Bank of Commerce in New 
York, gave a dinner last week in honor 
of Dr. S. S. Huebner, professor of in- 
surance, at the Wharton School of Com- 
merce and Finance, University of Penn- 
sylvania. Dr. Huebner will give a series 
of lectures under the auspices of the 
bank Jan. 3, 10, 24 and Feb. 7 


Elihu Root, Jr., of New York has 
been elected a member of the board of 
trustees of the Mutual Life of New 
York to fill a vacancy caused by the 
resignation of H. B. Thayer. 


A. O. Swink, who entered upon his 
new duties the first of the year as presi- 
dent of the Atlantic Life, was presented 
with a gold watch by members of the 
4. O. Swink agency when he retired 
from the managership of the agency to 
assume his presidential duties. The 
watch was presented in Mr. Swink’s of- 
fice in Richmond. Dr. Joseph H. Smith, 
district manager of the Atlantic at Pe- 
tersburg, made the presentation speech. 

Home office employes of the company 
presented Mr. Swink with 20 applica- 
tions for a total of $26,000 of insurance 
on their own lives. 

No women were allowed, penmanship 
was used instead of typewriting, and 
trolley cars were almost unknown when 
Franklin H. Searle, who on Dec. 26 
completed 40 years of service with the 
Connecticut Mutual Life, first entered 
the employ of the company. He is now 
assistant secretary. Mr. Searle went 
with the company in 1888, when the en- 
tire home office consisted of some 40 
people, all housed in one room on the 
second floor of the company’s old home 
office building. 

His experience has been long and va- 
ried. His first job was that of a mes- 
senger. He then served as a clerk in 
the actuarial, renewal and cashier’s de- 
partments, and became the head of the 
accounting department in 1913, and is 
still in charge of this work. The board 
of directors appointed him assistant sec- 
retary in 1920. 

“When Mr. Searle entered the life in- 
surance business the accounting depart- 
ment had seven people employed; today 
the department .employs 117 clerks and 
is the largest-of any department in the 
Connecticut Mutual home office. 

Many changes in office management 
and company practice have occurred 
during Mr. Searle’s long period of serv- 
ice. It was not for some years after he 
became a member of the home office 
force that women were hired as clerks, 
since 1846 all home office employes hav- 
ing been males. In Mr. Searle’s early 
days policies were written entirely by 
hand, and the applications, which are 
now photostated, were copied into each 
individual policy in writing. In those 
times the services of good penmen were 
at a premium. The first Connecticut 
Mutual policy to be typewritten was is- 
sued in 1915, under Mr. Searle’s direc- 
tion. During his period of service he 
has seen the introduction of much labor- 
saving equipment. 

T. G. McConkey, general manager 
of the Canada Life, is one of the most 
progressive and best known executives 
in the Dominion. He is president of 
the Canadian Life Officers Association 
which corresponds to the Association 
of Life Insurance Presidents in the 

















T. G. MeCONKEY, Toronto 
General Manager Canada Life 


United States. Mr. McConkey in recent 
years has been attending the meetings 
of the National Convention of Insur- 
ance Commissioners. He will be very 
much to the fore next September when 
the insurance commissioners meet in 
his city as one of the official hosts. At 
the annual meeting of the Association 


of Life Insurance Presidents, Mr. Me- 
Conkey responded for the Canadian 
body. 


Judge Frank Taggart, 75, who was 
insurance commissioner of Ohio under 
Governor Frank B. Willis, died la- 
week at his home at Wooster, O. 

John R. Dumont, who has just retired 
as insurance commissioner of Nebraska, 
is in New York City this week, where 
it is possible he may make a connection 
with a company having headquarters 
there. 

The members of the staff of the New 
York City and Albany offices of the 
state insurance department presented 
the retiring superintendent, James A. 
Beha, with a replica of the official in- 
signia of the office of superintendent 
Mr. Beha served as superintendent for 
four years. 


Dr. Granville M. White, second vice- 
president and manager of selection of 
the Mutual Life of New York, is retir- 
ing from active service. He will be suc- 
ceeded by Dr. P. Maxwell Foshay, wh 
is supervisor or risks and superintendent 


of the bureau of investigation. Dr. 
White has been connected with the 
Mutual Life for 42 years. President 


David F. Houston of the company, 
announcing his retirement, points with 
pride to his loyal and distinguished serv- 
ice. Dr. White has taken a forward 
position in risk selection. He has strived 
after a sounder and better basis. 

Austin D. Riley has been appointed 
supervisor of risks and H. P. Gallagher 
has been made superintendent of the 
bureau of investigation. 


Hartford’s gala chamber of commerct 
event, the annual banquet, scheduled for 
Jan. 28, is again in the hands of insur- 
ance men. The president of the cham- 
ber is Samuel Ludlow, manager of the 
registered mail pool. The general chair- 
man of the banquet is Clarence T. Hub- 
bard, assistant secretary of the Automo 
bile. The speakers’ committee chairman 
is Winslow Russell, vice-president 
the Phoenix Mutual Life, and James 
Clancy, radio director for the Travelers, 
has the entertainment in charge. Many 
other insurance officials are named 
among the committees. 
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LIFE INSURANCE COMPANY 


O. J. ARNOLD, parsioewt 
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44n YEAR 


Greatest Year in Company’s History 





Gain in Paid-for Insurance in Force ... . 
30 MILLION DOLLARS 12°, 


An increase over the gain made in 1927 of over 
7 MILLION DOLLARS 30°, 


New Business During the Year—Paid-for basis 
64 MILLION DOLLARS 


An Increase over 1927 New Business of over... . 
7 MILLION DOLLARS § 12'2°; 


Admitted Assets increased over... . 
34 MILLION DOLLARS 


—_—— 


FINANCIAL STATEMENT 
December 31, 1928 


RESOURCES 


13° 


Bonds, 
Government, State, 
and Municipal 
Railroad, Public 
Utility, ete. 


County, 
$5,680,653.85 


PICT 7.726,495.37 
$13,407,149.22 

9,924,248.72 
400,000.00 
513,660.77 


First Mtg. Loans (City and Farm)........ 
Collateral Loans 
Policy Loans 


uw 





NE ata eins gece wih w camera ele 1.749,.202.70 

Premiums, Due and Deferred............. 1,363,245.00 

Ne rT ee Cee re 208,481.01 

Interest Due and Accrued and Other Assets 641,590.99 

BEES Skid ocd cedawhianenne wakes $33,207,578.41 
LIABILITIES 


$26,787,889.00 
None 


Reserve on Policies......... 


Death Claims Due and U npaid. . pieweeuesa 





Claims Reported but Proofs of Loss not 

BDU occ ccccccvcvecusccsescccccss 
Present Value of Death, Disability, and 

other Claims Payable in Instalments..... 
Premiums and Interest Paid in Advance... 
Reserve for Taxes Payable in 1929, , 
Profits for Distribution to Policyholders.. . . 
BE GE Ts oo wseewsecseciadsaas 
Contingency Reserves .......cccccceseses 
Surplus to Policyholders (Including $1.- 

100,000.00 Paid in Capital)............ 


TOTAL 


142,917.88 


820,132.27 
171,435.48 
238,862.07 
»473,713.55 
130,194.99 
879,504.41 


— 


2,562 828.73 





$33,207 ,578.41 
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INSURANCE IN FORCE 


$288, 168,909.00 
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Nylic Friends 


Gg National advertising grows because retail 
merchants have learned that it is much 
easier to sell goods that are well known to 
the public. 


¢ Nylic Agents do not find it necessary to 
“introduce” their Company, which now 
has Two Million Policyholders insured for 
nearly 7 Billion Dollars. 


g Since organization, Nylic has paid to liv- 
ing Policyholders and to beneficiaries over 
2 Billion 600 Million Dollars. It is now 
distributing over 50 Millions a year in 
Dividends. 





qg Through 84 years of investing, New York 
Life has been of incalculable service to the 
nation, to business and to individuals. To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
buildings, homes and farms. 





So, wherever the Nylic agent goes, 
he finds Nylic friends—policy- 
holders, beneficiaries and 
borrowers — who are 
grateful to the Com- 
pany for its serv- 
ice to them. 





ew Home Oftce Build- 

r on the site of the 

famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK 


DARWIN P. KINGSLEY, President 
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LIFE AGENCY CHANGES 




















SEVEN AGENCIES COMBINED 





All of Central Pennsylvania Territory 
of Penn Mutual to Be Handled 
from Harrisburg 





Consolidation of the seven general 
agencies of the Penn Mutual Life in 
central Pennsylvania,’ with offices in 
Harrisburg, is announced. E; R. Eck- 
enrode, general agent at 
heads the new centralized office. For- 
mer general agents in six other cities 
will become associate general agents 
under Mr. Eckenrode’s direction. They 
are Clark G. Long, Lebanon; Ralph G. 
Hill, Pottsville; M. F. Duffy, Northum- 
berland; John E. Colt & Sons, Lan- 
caster; W. Eckenrode & Son, York, 
and William E. Eckenrode, Harrisburg. 
The number of agents at the Harrisburg 
office will be increased from 10 to 40 
to cover the territory, which will be the 
same as formerly. P. C. Snyder of the 


Harrisburg agency will be production 
manager. Additional office space has 
been leased. 

D. H. Quirey 

The Inter-Southern Life of Louisville 
announces the appointment of D. H. 
Quirey as district manager at Sturgis, 
Ky. Mr. Quirey is an experienced 


life insurance man, and already has a 


producing organization. 


Paul L. Parker 


The Federal Life has appointed Paul 
L. Parker division manager, with ter- 
ritory in Oklahoma. Mr. Parker’s head- 
quarters will be at Oklahoma City, 
where he was formerly connected with 
the Reliance Life and later with the 
Travelers. 





Harrisburg, | 


| SMITH IS PITTSBURGH HEAD 
| Connecticut General Life Announces 
| Arrangements for Its Branch Office 
—Elton Made Assistant 





The Connecticut General Life an- 
|}nounces the appointment of Norvin E. 
| Smith as manager of the Pittsburgh of- 
| fice. 
| Mr. Smith was born in Iowa and was 
Iowa schools, being grad- 
Iowa Wesleyan Academy, 
lowa and from the law 


| educated in 
| uated from 
University of 


| school. He was admitted to the bar in 
| Pennsylvania. 
Since 1921 he has been engaged in 


life insurance work. For three years he 
| was a special agent for the Provident 
Mutual in Philadelphia. Since 1924 he 





has been general agent for the same 
j 


company in Des Moines. 

Mr. Smith had a notable war record, 
going overseas in 1917 
of lieutenant and serving in the front 
line practically throughout the duration 
of the war, first with the British and 
later with the American troops. He 
was wounded twice and was in a hos- 
pital at the time of the armistice. 

C. W. Elton of Pittsburgh has been 
appointed assistant manager. Mr. Elton 
was born in Johnstown, Pa. He attended 
the public schools of Pittsburgh and is 
a graduate of the Carnegie Institute of 
Technology business a 
course. Since August, 1925, Mr; Elton 
has been special group representative 





for the Connecticut General in Pitts- 
burgh. 
Albert C. Adams 
The John Hancock Mutual Life has 


reorganized its ordinary agency organi- 
zation in Connecticut and established a 





with the rank | 


| 





new agency at New Haven, under 
charge of Aibert C. Adams. Mr. Adams 
is from Baltimore, where he has been 
employed as agency supervisor under 
State Agent Ernest J. Clark. 

While Mr. Adams will have active 
charge of the general agency field or- 
ganization of Connecticut, Maxmillian 
Stein of Bridgeport will retain his title 
as general agent and will 
his present address in Bridgeport. 


S. H. Holley, N. N. Mathews 


The Security Mutual Life of Bing- 
hamton has appointed George H. Hol- 
ley of Memphis, Tenn., as general agent 
for Mississippi. Mr. Holley 
was appointed Security Mutual general 
agent for Tennessee and Arkansas. 


continue at 


recently | 


His | 





Mississippi consti- 
tutes the Security Mutual’s first en- 
trance into business in that state. The 
Security Mutual also announces the ap- 
pointment of N. Newton Matthews of 
Baltimore as general agent in Mary- 
land. Mr. Matthews until recently was 
general agent for the International Life. 
His office has a record of producing an 
average of more than $400,000 annually. 


appointment for 


R. T. Shipley 


Announcement has been made of the 
appointment of Robert T. Shipley, for- 
merly of Billings, Mont., as general 
| agent in Oklahoma for the Penn Mu- 
tual Life, succeeding Colin Campbell. 
| Mr. Campbell will remain with the 
Oklahoma City office of the company. 











EASTERN STATES ACTIVITIES 

















NEW AGENCY IS NOW OPENED | 





| J. M. Eisendrath Will Establish an Or- 
ganization for the Guardian Life in 
New York City 





Julius M. Eisendrath, formerly assist- 
ant manager of the Prudential at Min- 
neapolis, opened the new branch office 


for the Guardian Life at New York City | 


Wednesday, having been appointed 
agency manager. The office is at 245 
Fifth avenue, between Twenty-seventh 
and Twenty-eighth streets. 


in the past in New York City. 
pects to have 25 full time men in due 
season. He entered life insurance work 
seven years ago and has written more 
than $1,000,000 in personal business each 
year since that time. During the last 
three years he has averaged $1,300,000 a 
year. 

It has been his habit to reach his office 
not later than 8 o’clock in the morning 


: Mr. Eisen- | 
drath has written considerable business | 
He ex- | 


and to interview his first prospect soon 
; after 9 o'clock. During the last five 
years he has insured more than 800 lives 
for a total of $6,000,000. He lived in 
Minneapolis for 18 years and was active 
in civic and church affairs in his city. 
Mr. Ejisendrath believes in making a 
start on a man even for $1,000 of life 
insurance and then building on that 
foundation. One of his basic principles 
is “If you can’t write him for your 
amount, write him for some amount 
| now.” He works on a principle of elim- 
inating a “lost call” as far as possible. 


FRAUD CLAIMED IN 
SETTLEMENT OF CASE 








Plaintiff’s husband applied to de- 
| fendant for a policy of life insurance 
In the application and medical report 
| he represented that he did not use in- 
| toxicating liquors and had not been 
drunk within three years. A policy was 
| issued by defendant, with plaintiff as 
‘beneficiary. Mr. Speath died. Defend- 
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Insurance in Force 
Assets . . . 


<< ele 


THE FEDERAL RESERVE LIFE INSURANCE COMPANY 


E. W. MERRITT, Jr., President 


3401 Michigan Ave. 


Home Office: 
Kansas City, Kansas 


- $73,000,000.00 
7,000,000.00 
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ant, receiving information that his per- 
sonal habits had not been as represent- 
ed, sent its general counsel to see 
plaintiff. After some negotiations a 
settlement was reached, reduced to writ- 
ing and executed by plaintiff, under 
which defendant paid her $2,850, and 
she surrendered the policy and waived 
all further claim thereunder. Without 
tendering or offering back to defendant 
the amount she had received in the settle- 
ment, the plaintiff commenced this suit 
on the ground of fraud in obtaining the 
settlement. Held that even though the 
action be in form of fraud and deceit, 
if damages are sought on the claim of 
rescission, a tender back is a condition 
to recovery. The purport of plaintiff's 
pleadings, proof and theory of trial was 
to repudiate the settlement agreement, 
reinstate the policy, and seek recovery 
of the contract sum, with allowance of 
credit for the amount already paid. This 
amounted to a rescission and plaintiff 
was not entitled to maintian the suit, 
because she had made no tender of the 
amount received upon settlement. Judg- 
ment for plaintiff reversed. Speath vs. 
Merchants Life, Sup. Ct. Mich. 


Trust Round Table Commencement 


The first commencement of the life 
insurance trust course of the Life Trust 
Round Table of Philadelphia found 119 
graduates receiving their certificates. 
The class was composed of 58 life un- 
derwriters, 57 bank and trust company 
employes, three lawyers and one adver- 
tising agency representative. Clayton 
M. Hunsicker of the Fidelity Mutual 
Life gave the life men their certificates, 
while J. O. Lyman of the Girard Trust 
Company presented the others. Short 
addresses were made by John A. Ste- 
venson of the Penn Mutual Life and C. 
Allison Scully, vice-president of the Na- 
tional Bank of Commerce. 

The course was given under the di- 
rection of Robert Mayer, assistant trust 
officer of the Provident Trust. The 
other members of the faculty were Dr. 
S. S. Huebner, Robert Dechert, vice- 
president Penn Mutual Life; Owen J. 
Roberts, Andrew J. Davis, vice-presi- 
dent Provident Mutual Life: Frank G. 
Sayre, vice-president Pennsylvania Com- 


pany: W. C. Tuttle, investment officer 
Girard Trust; C. Allison Scully and 
John A. Stevenson. 


Philadelphia Directory Published 


THE NATIONAL UNDERWRITER has pub- 
lished an insurance telephone directory 
for Philadelphia. It corresponds with 
directories which THe Nationat UNDER- 
WRITER has published for Chicago, De- 
troit and Pittsburgh. It lists all the 
prominent insurance offices in Philadel- 
phia and gives both the Bell and Key- 
stone exchanges besides the addresses. 
Copies of the directory may be obtained 
free of charge by writing the New York 

office of THe NaTIONAL UNDERWRITER 
ComMPANy at 80 Maiden Lane, New York 
City. 
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NEBRASKA PROSPECTS BRIGHT 


Life Insurance Men Look Forward to 
Prosperous Conditions in Early 
Months of New Year 


LINCOLN, NEB., Jan. 3.—Life in- 
surance men are looking forward to a 
prosperous six months of the new year 
at least. Farmers’ finances are in such 
hape that they have not found it neces- 
sary to dispose of more than half their 
wheat crop, and are holding this and 
ractically 90 percent of the new corn 
crop for the higher prices that normally 
prevail in the months before. the next 
harvest nears. A great deal of the corn 
is going into feeding cattle, which are 
iairly certain to bring a profit when 
marketed during the first three months 
t the new year. 

In addition the 


winter wheat crop 





LIFE 





never looked better, although much of 
it was planted late because of dry soil. 
Since then the heaviest precipitation in 
years has fallen, from one to three times 
the normal. This has had the effect of 
bringing up the planted area to about 
its usual development at this time. It 
has also provided a reserve supply of 
moisture that insures the crop going 
through the winter in splendid condi- 
tion. About 25 percent of the corn re- 
mains unpicked, due to a shortage of 
labor. Prices are but slightly below 
last year’s level. Wheat is 15 cents be- 
low the price a year ago, but has been 
registering slow advances. Alfalfa was 
a short crop, and is bringing $2 a ton 
better than a year ago. 


DUMONT LEAVES NEBRASKA 
DEPARTMENT IN FINE SHAPE 





Commissioner J. R. Dumont of Ne- 
braska was not an active candidate for 
reappointment, and says that he is retir- 
ing from office with a feeling of relief. 
The strain has been heavy, since he had 
to rebuild the entire department, but he 
feels that the organization is now func- 
tioning so well that his successor will 
be able to assume charge without having 
any reconstruction tasks on hand. Mr. 
Dumont has enjoyed the work as com- 
missioner, and was especially happy in 





INSURANCE EDITION 


| 
his contacts in the National Convention 


of Insurance Commissioners. His suc- 
cessor, Charles B. Anderson of Lincoln, 
a business man of long experience, says 
that he contemplates making no changes 
immediately in the organization of the 
office. Mr. Anderson served as president 
and director of the Lincoln Accident the 
first year of its existence and was also 
an incorporator and director of the Mid- 


west Life, retiring when he sold his 
stock to President N. Z. Snell. In nei- 
ther company was he very active, but 


ly 


under whose administration he was first 
appointed, makes him reasonably sure 
lof another four-year term at the ex- 
piration of the present one if he so 
desires. 

Mr. Yenter served four terms in the 
legislature and was chairman of the 
insurance committee in the house. This 


later he was regularly employed as serv- | 


ice director in 
of the Bankers 


the agency organization 
Life of Lincoln. 


Equitable’s St. Paul School 


About 60 salesmen of the Klingman 
agency of the Equitable of New York 
in St. Paul will attend an advanced 
salesmanship course beginning Jan. 7. 
Dr. G. B. Van Arsdall will be in charge. 
The course will last three weeks. 

For three days, Jan, 24-26, a man- 
agers’ school will be conducted at the 
St. Paul agency, with representatives 
from the home office in charge. 





No Change in Iowa Department 


The term of office of Ray Yenter, Iowa | 


commissioner of insurance, does not 
expire until July, 1931. The election 
for a third term of Governor Hammill, 


| 


touch with the 
which he 
ability and 


into close 
present office, 
conspicuous 


him 
his 
with 


brought 
work of 
is filling 
efficiency. 


Life Is Licensed 


Che General Life of Springfield, Ill. 
an assessment company, has been lic- 
ensed by the Illinois department. A, T. 
Kincaid is president and James H. 
Ashby, secretary. : 

Mr. Kincaid has been interested in a 
number of enterprises. He has been 
selling insurance for the Franklin Life 
for a number of months. Mr. Ashby 
was formerly in the legislature. He is 
secretary of the General Mutual Benefit 
Corporation which was attempting to 
consolidate some of the old mutual ben- 





General 


efit associations. 

“There is one thing more important 
than insurance. That is more insur- 
ance.” 




















lar line. 








Royal Union Life Building 


Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


A Holiday Special 


Our salesmen are meeting with 
splendid success in the sale of our 
Juvenile policies, particularly at 
this season of the year. 


But, sold as a means of creating 
educational funds, our Juvenile 
policies have a winning appeal 
not only through the Holidays 
but all the year around. 


You have coverage of a 100% 
prospect field when you add the 
Children’s policies to your regu- 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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IN THE SOUTH AND SOUTHWEST 














WILL CULTIVATE OKLAHOMA 
General Agent J. A. Wood of the Aetna 
Life Arranges to Give Agents 
More Service 





. A. Wood, general agent of the 
Aetna Life at Oklahoma City, announces 
that J. H. Griffy, who was cashier of the 
agency until June, 1926, and since that 
time chief assistant in the field, becomes 
cashier and office manager. Mr. Wood 
announces four new field supervisors and 
a new district manager at Tulsa. Mil- 
ton Seawell, formerly connected with 
the Brooklyn office of the Aetna Life, 
but who went to the Oklahoma City 
agency as cashier in June, 1926, becomes 
eet manager at Tulsa. 


Church becomes field super- | 1 
i court. The judgment of the lower court 


visor at Oklahoma City and will cover 
important points on the west side of the 
state. He is a graduate of Princeton 
University where he played football and 
later was football coach. For some time 
he coached the Navy team at Annapolis. 
He had life insurance experience in 
Pennsylvania. On coming to Oklahoma 
he operated alfalfa mills in Clinton and 
Hobart. He joined the Wood agency 
two years ago and has been selling in- 
surance, 

J.C. Reed becomes supervisor and 
will look after Sapulpa, Okmulgee, Bris- 
tow, Drumright, Cushing, Stillwater, 
Pawnee and intervening towns. Mr. Reed 
was formerly assistant manager for the 
Metropolitan Life when Mr. Wood was 
manager. When the Aetna Life agency 
was established at Muskogee 10 years 
ago, Mr. Reed was the first recruit. 

Dr. J. H. Mallory, who has been con- 
nected with the agency since 1921, will 
travel out of Oklahoma City and look 
after a number of prominent points. C. 
E. Woodward will travel out of Bartles- 
ville. He joined the Oklahoma agency 
at Tulsa in 1923 and has been a very 
successful producer. Manager Wood 
therefore, expects to achieve things in 
Oklahoma this year. 


PAYMENT OF PREMIUM 
BY A FORGED NOTE 





It appears from the testimony of 
agent Boyer, and is admitted by the 
parties to this action, that Boyer forged 
a note for full amount of premium on 
the insured Malloy, and sent it into the 
general agent at Oklahoma City, and 
that said note was entered on the books 
of the company. Held that, it being 
admitted that this note was a forgery 
and not authorized by insured, it can- 
not be treated as a payment of the 
premium. The premium provided for 
was not paid in accordance with the 
provisions of the policy and the appli- 
cation. The defense of the insurance 
company is that the policy did not take 
effect for the reason delivery was made 
without payment of the premium in 
full. The evidence is undisputed that 
Boyer was without authority to extend 
credit for payment of the premium. 
Malloy, the insured, was _ instantly 
killed on Oct. 28, 1927, within a few 
days after the insurance policy was de- 
livered. Where it is established that 
the premium was unpaid at date of 
death of insured, unless payment was 
waived by action of the insuring com- 
pany, a recovery may not be had on 
the policy. Judgment for defendant. 
Chastain vs. New York Life, U. S. Dist. 
Ct., No. Dist. Okla. 





New Oklahoma Company Licensed 


Jess G. Read, Oklahoma insurance 
commissioner, has announced the li- 
censing of the Standard Life & Accident 
of Clinton, Okla. The company was 
chartered by H. G. Boyd of Frederick, 
W. P. Keen of Clinton and J. W. Boyd 
of Clinton with no capital. 

Mr. Read further announced the disso- 
lution of the Eureka Reserve Life of 
Muskogee, which discontinued business 


several weeks ago. 





BURIAL ASSOCIATION LOSES 





Must Come Under Insurance Laws of 
State, Oklahoma Supreme Court 
Holds 





OKLAHOMA CITY, Jan. 3.—Or- 
ganizations in Oklahoma known as 
“burial associations,” and there are a 
number which operate on lines similar 
to the Southwestern Burial Association 
of Ardmore, constitute insurance asso- 
ciations within the meaning of section 
6664 of the compiled statutes of 1921, 
and as such are amenable to the stat- 
utes regulating insurance associations. 
So the Oklahoma supreme court held in 
an appeal of the Southwestern associa- 
tion from the Carter county district 


is sustained. 

Action was instituted by Commis- 
sioner Read some months ago, inform- 
ing the Southwestern that it must com- 
ply with the insurance laws of the state. 
The supreme court says: 

“A corporation organized and doing 





business in this state for the purpose of | specializing in partnership and corpor- 


providing burial for its members and 
their families, based upon a fixed con- 
sideration and assessments to be paid by 
members thereof, constitutes an insur- 


ance association within the meaning of 


section 6664 of the compiled statutes of 
1921, and as such is amenable to the 
statutes of this state regulating the 
same.” 

The court further held that the society 
is wholly based upon commercial rea- 
sons and its manner of doing business 
constitutes an insurance business. 

It was claimed by the defendant asso- 
ciation that it came under the classifica- 
tion of “benevolent” societies which are 
exempted from the regulations of the 
insurance laws. Discussing this point, 
the court visioned a possible situation 
in which the association might some 
time find itself without funds and one 
of its members needed the service of- 
fered. Where then would the benevo- 
lence come in? 





Nashville Men Form Firm 


Formation of a partnership under 
the name of Carr & Stewart has been 
announced by W. M. Carr and George 
L. Stewart of Nashville. This firm, 
with offices at 909 Stahlman building, 
will write all forms of life insurance, 





ation business. They will also seli in- 
surance to provide for inheritance taxes 
and fees for administration and trust 
services to estates. 

Mr. Carr was general agent for the 
Connecticut Mutual Life until the forma- 
tion of the partnership. Mr. Stewart is 
experienced in tax service, which will 
enable the firm to perform special ser- 
vice for insurance clients. They will 
make surveys of businesses and indus- 
tries for clients and do other specialized 
work. 





Agent Overcomes Jinx 


H, H. Dawson of the Gordon H. 
Campbell agency for the Aetna in 
Arkansas and Louisiana has set some 
new records for other insurance men to 
shoot at. Mr. Dawson and his family 
have been through 18 months of prob- 
ably as concentrated and continuous mis- 
fortune as any family group ever en- 
countered. For one continuous six 
months’ period and almost continuously 
during the entire 18 months from one to 
four members of the family have been 
seriously ill or injured. He himself had 
an emergency operation, confining him 
to a hospital several weeks. In spite of 
it all “Hub” has produced steadily for 
142 weeks one or more applications 
every week. He recently was runner-up 


oes 
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Our Agents Have 


Wider Field— 


An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 




















Jant 








in th 
was 
plete: 
is pa 
$300, 
hospi 
ued | 
ing i 
nurse 
pital 
no 1 
of C 
thoro 
state. 


En 
Sout! 
for e 
of th 





WwNnN — 




















January 4, 1929 


LIFE INSURANCE EDITION 


19 

















in the agency application contest which 
was held there by producing 106 com- 
pleted applications within 30 days. He 
is paying for substantially in excess of 
$300,000 for the year 1928. While in the 
hospital with his own illness he contin- 
ued his app-a-week production by writ- 


ing in successive weeks his doctor, his ! 


nurse, the barber who called at the hos- 
pital to shave him and an interne. It is 


no mere accident that his home town | 


of Camden, Ark., is one of the most 
thoroughly Aetna-ized sections of the 
state. 





Southland Life Gives Bonus 


Employes of the home office of the 
Southland Life last week were rewarded 
ior efficiency by a bonus of 5 percent 
of their yearly salaries. The presenta- 
tion of bonuses was made by President 
Harry L. Seay and response was made 
by President John Briggs of the South- 
land Life Club, after which the young- 
est member of the Southland Life fam- 


ily performed the historic candle-light- 
ing ceremony by which cooperation is 
pledged for another year. “Mother” 
Storey, oldest employe of the company, 
preser.ted a lighted piece symbolic of 
the progress of the company. The com- 


‘pany will next year celebrate its 20th 


birthday and now has $130,000,000 in- 
surance in force. 


Bankers Credit Life Expands 


The Bankers Credit Life of Birming- 
ham, Ala., has increased its capital from 
250,000 to $1,000,000. Three new di- 
rectors were elected. They are Frank 
H. Lathrop, J. T. Stokely and M. V. 
Joseph. 
erations into 25 states. 

The Bankers Credit Life insures the 
payment of industrial and commercial 
loans in case of death of the borrower. 
It issues a master policy to the banks, 
which receive the right to issue certifi- 
cates of insurance on the lives of in- 
dividual borrowers. The company now 





It was decided to extend op- | 


insures the bank credits of 577 banks in 
Alabama, Mississippi and Tennessee. 
The Bankers Credit Life was organized 
in March, 1927, under the Alabama mu- 
tual aid laws. 


asked by S. L. White, receiver for the 
Commonwealth Life and Commonwealth 
Accident, in his report to chancery court, 
in Little Rock, Ark. He is holding $3,199 


| to the credit of the life insurance com- 


In February, 1928, the | 


company was placed on a legal reserve | 


basis. No certificate can be given for 
more than $1,000 on white and $500 on 
colored applicants. 


Hear Oklahoma Complaints Jan. 7 


Charges against two Oklahoma in- 
surance agents filed with the state in- 
surance board will be heard before that 
body on Jan. 7. In both cases the com- 
plaint is that the agent disposed of 
notes in payment for premiums before 
the policies were delivered. The de- 
fendants are J. Virgil Hoover, Reserve 
Loan Life, and William D. Hooper, 
Mid-Continent Life. The notes were 
sold to banks, it was said. 


Reports on Liquidation 
Authority to pay final dividend is 





pany, and the accident company’s cash 
on hand totals $153. 

Of the preferred claims against the 
life insurance company, amounting to 
$9,309, dividends of 47% percent have 
been paid. Unsecured or general claims 
against the Commonwealth Life were 
$7,799 and $3,000 set aside by a court 
order to distribute among these claim- 
ants has been expended except a small 
sum. 

Every preferred claim against the 
accident company has been paid in full, 
and 90 percent dividends have been paid 
to holders of unsecured claims. An 
outstanding indebtedness of $156 re- 
mains against the Commonwealth Acci- 
dent, $3.52 more than is available. How- 
ever, no expenses or fees for the litiga- 
tion have been deducted from the funds 
of the accident company. 





The American Savings Life of Kansas 
City has been licensed in Arkansas. 





CRA 
E. G. SIMMONS, Vice 
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On to New Orleans 


The Plans for the Pan-American Life 
Big Home-Coming Convention to be held 
in New Orleans on January 30th, 3ist 
and February Ist, are rapidly maturing and 
we believe we are safe in ap 3 that the 
1929 Convention will be “The best yet.” 
No doubt many who attended the meeting 
at French Lick will wonder how it is pos- 
sible to have a better Convention than the 
one held last year, but we are content to 
wait and let the convention speak for itself. 
One of the most enjoyable features of 
the Convention will be the luxurious com- 
fort afforded by the official headquarters— 
The Jung Hotel. Here you will find every 
modern convenience—comfortable airy bed- 
rooms, beautifully appointed dining rooms, 
the most unique roof garden in all the 
South, a world famous chef—everything de- 
signed to make your visit to America’s 
Most Interesting City a trip you can never 
forget. 
It’ll Be a Feather in Your Cap 
There will be four delegates at the Pan- 
American Convention who will be given 
signal recognition by the Company’s Big 
Four—Crawford H. Ellis, President; E. 
G. Simmons, Vice President and General 
Manager; Eugene J. McGivney, Vice Presi- 
dent and General Counsel; or Dr. Marion 
Souchon, Vice President and Medical Di- 
rector, Here’s how they will be selected: 
The Agent who writes the largest volume 
of business; the agent who insures the 
greatest number of lives; the agent who 
writes the largest volume of premiums; the 
General Agent whose agency writes the 
largest volume of busi , : 
Examined applications received in the 
Home Office between January 2nd and the 
opening morning of the Convention, 10 
a. m., January 30th, will count in decid- 
ing the Pan-American Honor Men. Each 
$20.00 of Accident and Health premiums 





will count as $1,000 of Life Insurance in 
determining volume. 

Each Honor Man will be delegated to 
one of the Company’s Big Four, each one 
of whom will act as guardian, personal 
entertainer and official bodyguard to his 
particular Honor Man during the entire 
Convention. 

The New Year opens up bright with 
promise. Your success in 1929 will be 
largely determined by the success you make 
right at the beginning of the year. It'll 
ee a feather in your cap to be an Honor 

an. 


Insurance Agents Are Dinner Guests 


At a luncheon given by W. G. Town- 
send, Supervisor the Pan-American Life 
Insurance Company to his agency at the 
Murson Hotel the followin: ents were 

esent: Mrs. Irene G. Wolff, Mrs. Olive 
chols, Edwin E. Cowart, H. B. Stone, 
L. T. Anderson, J. L. Shelton and Dr. 
B. R. Bussell, ical examiner. Visiting 
guests were: C. L. Patterson, of Douglas, 
and Oza Davis, city editor of the Waycross 
Georgian. 

Mr. Townsend introduced Dr. B. R. Bus- 
sell, who gave an interesting talk on “The 
Care and Selection of Risks.” 

This was followed by Edwin E. Cowart. 
formerly of Atlanta, who gave a short talk 
on the “Methods of Securing Settlements 
with Applications.” 

L. T. Anderson, Waycross, gave some 
good points on “Systematic Selling of In- 
surance.” 

Miss Ivos Yawn, secretary to Mr. Town- 
send, talked on how to correctly answer 
each question on the application blank. 

Oza Davis, city editor of the Waycross 
Georgian, gave “An Outsider’s Views of 
Life Insurance.” 

Mr. Townsend presided at the luncheon 
and talked on the building of an agency 
force. He expressed his thanks to his 
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agency force for their co-operation in the 
year of 1928 arid for the volume of busi- 
ness they have produced. The agency 
pledged themselves to build up a million 
dollar agency in the year 1929. 


This was followed by a five-course 
luncheon. 
New Appointment 


We are very glad to announce the ap- 
pointment of Captain Lacey Edmundson 
as the Company’s Manager of the Bir- 
mingham Branch. Captain Edmundson 
Saw active service during the World War 
and made a very brilliant record for him- 
self.. For the past several years, Captain 
Edmundson has held the position of Presi- 
dent of the Board of Revenue for Jeffer- 
son County, Alabama. With his wide cir- 
cle of friends and acquaintances and his 
forceful personality, we can predict a bril- 
oy future for him in his new undertak- 
New Orleans Agency Contest 


At the recent meeting of the New Or- 
leans App-A-Week Club, Mr. F. S. Fiasco- 
naro discovered that there were nine mem- 
bers of the agency who lived uptown and 
nine members of the agency who lived 
downtown. 

In line with this discovery a snappy 
contest was proposed pitting the Down- 
towners against the Uptowners during the 
month of November. The contest was 
based on the number of applications writ- 
ten by each team and was to wind up on 
December Ist with a luncheon, at which 
the winners were to eat chicken and the 
losers, sitting opposite would eat red beans 
and rice. A prize of $150 was offered to 
the winning team to be divided among the 
members in proportion to the number of 
applications submitted. 


On the last day of the contest everyone 
was on his toes and excitement waxed 
high. Five minutes before the closing time 
the Uptowners were in the lead but the 
Downtowners rushed in at the last minute 
with thirty-five applications which brought 
their score up to 95 as against 79. Mr. 
F. §. Fiasconaro was the leader of the 
winning team with twenty applications. 
Mr. J. T. Leonhard, although a member 
on the losing team, is to be commended 
for his 17% applications. 


THIS IS A MINIATURE COPY OF THE REGULAR PAN-AMERICAN RFVIEW. 


The luncheon was held Monday, Decem- 
ber 3rd, at the New Jung Hotel. The 
table was decorated with a beautiful bas- 
ket of roses, which was presented to Miss 
B. B. Macfarlane. The members on the 
winning team were presented with a red 
carnation boutonniere and the members on 
the losing team with a pink carnation 
boutonniere. At the beginning of the con- 
test Dr. G. Simmons, Vice-president 
and General Manager, and Dr. Marion 
Souchon, Vice-president and Medical Di- 
rector, allied themselves with the losing 
team and elected to eat red beans and rice 
at the time of the dinner. President Ellis 
and Mr. Eugene J. McGivney, Vice-presi- 
dent and General Counsel sided with the 
winners. Other guests at the luncheon 
were Dr. Reynold C. Voss, Dr. Edmond 
Souchon, and Dr. Mouledous. 


Insurance Booth 

One of the attractive features of the re- 
cent Annual Autumn Exposition held in 
Hattiesburg, Miss., was the Pan-American 
Life Insurance Booth conducted by Mrs. 
Pearl Cadenhead. 

The keynote of the booth was the Child’s 
Educational Endowment Policy. Mrs, Cad- 
enhead had the booth fixed to represent a 
living room, and used for decorations the 
pictures of the children of prominent fami- 
lies in Hattiesburg to whom she had sold 
this policy. Great interest was displayed 
in a guessing contest which was carried 
on for the purpose of securing names of 
prospects. 

Pan-American Service 


Educational Course. 

Sales Planning Department. 

Unexcelled Life Policies. 

Child’s Educational Endowment. 

Combination Life, Accident and Health 
Policy. 

Substandard Insurance for Under-Average 
Lives. 

Group Insurance. 

All forms of Accident 
surance, 

We have a few general agency openings 
for men who measure up to Pan-American 
ideals. For information write to 

E. G. SIMMONS 
Vice-President and General Manager 


and Health In- 








LIMITS INCREASED 











In keeping with its plan of expansion, the 
Manhattan Life announces the following im- 
portant changes in underwriting practices: 


1. Limit on one life, $100,000 
2. Disability Benefits on $25,000 
3. $50,000 on one examination 


Address 


, INSURANCE CO. 


Madison Avenue at 60th Street 
New York City 


Organized 1850 
Thomas E. Lovejoy, President 




















“Say, there’s a laugh. Look at that auto salesman wasting time 
explaining the new straight eight to Joe Jenks.” 

“The laugh’s on you. Jenks is buying that car. Since he’s been 

selling Perfect Protection for Reliance Life he has a substan- 

tial income and financial independence.” 











Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 




















INSURANCE FACTS 


Promptly—Accurately—Economically 
Tabulated 


Classification, reserves, current outstanding loss 
data, unearned premiums, agency distributions, 
current and annual reports. 


Recording & Statistical Bureau, Inc. 
75 Maiden Lane, New York City 


NEW YORK BOSTON CHICAGO DETROIT 
INTREAL TORONTO 
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IN THE ACCIDENT AND HEALTH FIELD 














DECLINES TO REVIEW CASE 





United States Supreme Court Had Be- 
fore It Suit Involving Over- 
Exertion by Assured 


An interesting question on the inter- 
pretation of the phrase in an insurance 
policy “death through external, violent 
and accidental means” was involved in 
the case of Roberta T. Lyon vs. Travel- 
ers’ Protective, which the United States 
Supreme Court declined to review. 

This phrase was contained in a pol- 
icy by which the company agreed to pay 
to the beneficiary $10,000 if the insured 
received “through external, violent and 
accidental means” bodily injuries which 
shall, independently of all other causes, 
result in death within six months from 
the accident. 

The evidence showed that on a dark, 
rainy night the insured was driving his 
Hudson sedan through some woods and 
he lost his way. The ground was soft 
and he had great difficutly in keeping 
the car on the read. He had to make 
very strenuous use of his body in get- 
ting out of a rut. After that he began 
coughing and spitting up blood. Shortly 
afterwards, he died. The testimony 
showed that in the course of his exer- 
tion he ruptured an artery which caused 
his death. 

Action was brought on the policy, 
and the district court held that there 
was not sufficient evidence to go to the 
jury on the question of accidental death, 
or death by violent, external and acci- 
dental means, and that the insured 
came to his death as a result of a vol- 
untary over-exertion. This was affirmed 
by the circuit court of appeals for the 
fourth circuit, and the beneficiary peti- 
tioned the U. S. Supreme Court to re- 
view that decision. 


Place Group Policies 


DETROIT, Jan. 2—The National Cas- 
ualty announces the placing of group 
accident policies covering public school 
teachers’ clubs in Ferndale and Pontiac, 
Mich. This brings the number of public 
school systems in Michigan that have 
been written by the National up to 20. 

The business has been developed with- 
in little more than the past year, ac- 
cording to J. P. Collins, who has had 
charge of much of the work from the 
home office. The teachers, under the 
plan, are asked to join voluntary clubs, 
organized for the purpose. The pre- 
miums are paid in a lump sum and de- 





ducted from the individual teachers’ sal- | 
ary accounts, 


Great Northern’s Policy Changes 

| 

The Great Northern Life is discontinu- | 
ing its “income disability policy” No. 222, | 


which will be replaced by another policy 
under the same name, No. 239. It will 
have exactly the same provisions as No. 
222 except that the medical bill for non- 
disabling injury and illness will be left 
out. The aggregate disability indemnity 
will be 100 months. The rates will be 
the same as for No. 222. 

Another new policy, No. 240, will re- 
Place No. 221. The name “special busi- 
ness men’s disability policy,” will re- 
main unchanged. The aggregate dis- 
ability indemnity will be 50 months 
There will be an elimination period of 
10 days on illness. Medical bill for non- 
disabling injury and illness will be left 
out. There will be a slight reduction in 
rates compared with those for No. 221. 

The “standard accident policy”, No 
210, and the “standard disability policy,” 
No. 228, also will be withdrawn. 


Accident Case Decided 


Whether a Certain Injury Resulted in 
Entire Loss of Eyesight Within Meaning 
of Policy—In this action plaintiff sued 
to recover the indemnity provided by a 
policy of insurance for the loss of the 
sight of one eye. The policy contained 
a clause insuring him against bodily in- 
jury through accidental means resulting 
within 90 days from the date of the ac- 
cident in the “loss of the entire sight of 
one eye if irrecoverably lost.” A Texas 
statute provides that in all cases wher 
a loss occurs if the insurance company 
liable therefor shall fail to pay the same 
within 30 days after demand therefor 
the company shall be Hable for the 
amount of the loss, 12 percent damages, 
and reasonable attorney fees. The plain- 
tiff alleged making of a demand and the 
company’s failure to pay within 3@ days 
The company defended on the ground 
that plaintiff had not lost the entire sight 
of his eye. It appeared that the accident 
occurred when a gate which had been 
opened by the plaintiff struck him across 
the nose and right eye, and from the 
testimony of the physicians it appeared 
that plaintiff had practically no vision 
in the eye and could only perceive a 
strong light. The physicians described 
this as “light perception.” 

Held, judgment for plaintiff. It is 
quite uniformly held that the entire sight 
is lost, although it is not completely de- 
stroyed, if what sight is left is of no 
practical use or benefit. The ability to 
perceive light and cbjects, but no ability 
to distinguish or recognize objects is not 
sight, but blindness. Pan-American Life 
vs. Terrell. U. S. Circuit Court of Ap- 
peals, Fifth Circuit (Texas). 


Hits the $6,000,000 Mark 


The Washington Fidelity National of 
Chicago announces that its premiums 
for last year approximate $6,000,000, as 
compared with $5,712,466 the year before 


Made Field Superintendent 
The Washington Fidelity & National 


| announces the promotion of Agent C. R 


Satterfield of the Kansas City district to 
a field superintendency in that district. 


| NEWS OF THE FRATERNALS 








COMBINED POLICY IS ISSUED 


Aetna Casualty Announces New Con- 
tract to Protect Fraternals from 
Loss of Various Kinds 


The Aetna Casualty & Surety has just 
announced a new combination policy to 


safeguard the financial well-being of 
fraternals. ; a 
This policy provides indemnity for | 


losses up to $200 of money and per- 
sonal property by robbery. This may 
take place within the premises of the 
order or within the home of an officer | 
responsible for the safe keeping of the | 
insured money or property. Loss not | 
exceeding $300 in the aggregate through | 
larceny or embezzlement by any of the | 
order’s officers is also covered, as well | 
as $200 protection against losses by mes- | 
senger robbery. There is a safe burglary 


coverage up to $200, which includes not 
only loss of money or personal property 


| but also damage to the safe itself. 


nally, protection is given to the extent 


| of $100 in the event of check alteration 
| and forgery. 


The premium for this combination 
policy is $15, regardless of the location 
of the organization. Not more than two 
units may be purchased by any one fra- 
ternal society. 


To Issue New Policies 


The Woodmen of the World directors 
have authorized the issuance of five new 
policies to be offered members. 

General agents of the company were 
called into the Omaha headquarters dur- 
ing the holiday week to hear the ex- 
planations of the provisions of the new 
Speakers at the meeting wer 
Pearson of Chicago, genera! 
service or- 


policies. 
Frank O 
supervisor of the W. O. W. 
ganization; Col. B. Wood Jewell, sov- 


Jani 
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Friends Everywhere What about the “Future?” 





To the ambitious life insurance man a General Agency 

contract of the right type offers a real “Future.” It 

means an income far above that possible from personal 

production alone. 

If you know your territory, if you have organizing 

ability and can lead men—then your ambitions can best 

ONG established and consistently progress- be realized by a General \gency contract. 
ive, providing perfect protection at a net 

cost which is notably low, and rendering prompt . A General Agency 

and efficient service, the Massachusetts Mutual with the Girard Life means 

stands out as an ideal company to represent. Longer renewals. 

Many years of square dealing are back of every Larger commissions. 

one of our agents. They find enthusiastic 


: Larger over riding commissions. 
friends of the Company everywhere. 


All standard forms of policies. 
(Participating and Non-participating) 

Liberal disability benefits. 

Guaranteed premium reduction coupons. 

Cash dividends. 

Low net cost. 











Openings in 


MASSACHUSETTS MUTUAL || 0 ss0c i 
LIFE INSURANCE COMPANY Girard Life Insurance Co. 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and a Half of insurance in force 


Opposite Independence Hall 


Philadelphia, Pa. 

















4 General Agents 4 


or 


Sioux City 


Established Aggressive Life Insurance Company 
More than $5,000,000.00 business in force in state 
4 “Going’’ Successful Men Are Sought 


Give full particulars of past and present connections 
All communications will be treated as confidential 


Address H-19 care The National Underwriter 














THE NATIONAL UNDERWRITER 


January 4, 1929 




















A TOWER OF STRENGTH 


Insurance in Force 
$1,500,000,000 


ee 
SURPLUS AND CONTINGENCY 
FUNDS 57,000,000 


TOTAL LIABILITIES ............... 343,000,000 
(Including Paid-up Capital) 





Interest on policy proceeds, profits, etc., 
left with the Company 
FIVE AND ONE-HALF PER CENT 


Total investments in United States securities 
exceed $168,000,000 


Dividends to Policyholders increased 
for eighth successive year 


SUN LIFE | 
ASSURANCE COMPANY 


of CANADA 




















Go Into Business with 
Us on the 


PARTNERSHIP 
BASIS 





Life Health “Accident 
STANDARD 
SUB-STANDARD 
SUPER-STANDARD 














Onto - InpiaAna - MicuiGan - Kentucky - PENNsyLvANIA 
West Vircinia - Texas - Oxtanoma - Cauirornia - ILuinors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 




















We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 
2. Personal Life Monthly Income for Rejected Risks. 
3. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 

Ranks only serious-minded men of 
and integrity—men who are intent upon suc- 

exceptionally liberal and prof- 


Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 
Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 

















ereign advisor; John T. Yates, sovereign 
clerk; Albert Gary, superintendent of the 
juvenile insurance department, and D. 
D. Macken, actuary. 


Can Collect Full Amount 


The American Insurance Union lost its 
appeal to the Oklahoma supreme court 
in a case involving a policy for $1,000 
on the life of Mrs. Annie V. Coward in 
favor of her husband, William W. 
Coward. Provisions of the policy were 
that should the insured become totally 
disabled, on cancellation of the policy 
the fraternal would pay $500. The con- 
dition of disability occurred, and the 
terms were agreed to, but before the 
policy could be cancelled Mrs. Coward 
died. The suit was brought for the pay- 
ment of the policy in full. The court 





held that the policy was not cancelled, 
and that the beneficiary may collect the 
full amount. 


Society Seeks General Powers . 


The Odd Fellows’ Relief Association of 
Canada, which is now a fraternal so- 
ciety, plans to enter the general life in- 
surance field. The association has about 
$20,000,000 of business in force, over half 
of it being in Ontario. Its ledger assets, 
according to the latest government re- 
port, total $3,822,868, and liabilities, in- 
cluding reserve, are $3,599,593. 

The association operates under the 
laws of Ontario, and its headquarters are 
in Kingston, Ont. The association gives 
notice that it will apply at the next ses- 
sion of the legislature for reincorpora- 
tion as a mutual life company. 
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WESTERN & SOUTHERN NEWS 


Promotions and Transfers Announced by 
Cincinnati Company—Veterans 
Honored 


Former Supervisor T. S. Thomas has 
been placed in charge of the Louisville 
West office of the Western & Southern 
Life. J. Norman, former assistant at 
Toledo South, has been promoted to 
superintendent of the Jackson, Mich. 
district. The company also announces 
the promotion of the following agents 
to assistant superintendents: w. 
Brown, Monongahela City, Pa.; S. W. 
Watson, East St. Louis, Ill.; H. Henken- 
bern, Covington, Ky.; W. G. Murphy, St. 
Louis-Manchester; W. Schul, Middletown, 
O. and L. W. Terry, Zanesville, O. 

Agent E. A. Johnson, Columbus North, 
has qualified for the 25-year class of the 
Western & Southern Legion, and Super- 
intendent M. Gilbert, Chicago South, has 
entered the 20-year class. There are 
four new 15-year men, Superintendent 
J. C. Willis, St. Louis South; Agent G. 
O’Connor, Cincinnati North; Agent G. 
Schaefer, Cincinnati East; and Agent C. 
C. Moore, Steubenville, O. 

The field leaders of the Western & 
Southern Life in ordinary and industrial 
combined for the year are: Superin- 
tendent H. W. Walters, Barberton, O; 
Assistant Superintendent D. Fusco, Chi- 
cago West, and Agent J. M. Hartnett, 
Peoria, Il. 





Fete James Morgan 


James Morgan, superintendent of the 
Springfield agency force of the John 
Hancock Mutual Life, who is being 
transferred to superintendency of a Chi- 
cago agency, was guest of honor at a 
banquet given by members of the Spring- 
field staff. M. O. Houghey, assistant 
superintendent, presented Mr. Morgan 
with a fine desk set as a farewell gift 
of the Springfield force, which since the 
agency was opened two and a half years 
ago has led the state in production. 
Thomas J. Burns, former assistant su- 
perintendent, will succeed Mr. Morgan. 


Gives Double Indemnity 


The John Hancock Mutual Life an- 
nounces that double indemnity benefits 
will be extended in case of accidental 
death to weekly premium policyholders. 
This affects policies from the attained 
age of 15 to an including age 69, and 
is very general, applying to all save a 
few extra hazardous occupations where 
this additional risk cannot at present 
be assumed, 

This additional benefit is given with- 
out increase in premium, and represents 
another important advance in life in- 
surance service. It is estimated that for 
the first year of operation this will in- 
crease the payments to John Hancock 
policyholders by a sum reaching well 
up toward $1,000,000. 

The Life of Virginia is giving consid- 
eration to the question of giving double 
indemnity on industrial policies, which 
has already been done by several com- 
panies, according to W. L. T. Rogerson, 
first vice-president. Mr. Rogerson says 
the provision will undoubtedly be in- 
serted and made effective as of Jan. 1. 


Agent—Do you want a straight life 
policy’ 

Client—Don’'t believe I do. 
step out now and then. 


I like to 





METROPOLITAN 1929 DIVIDEND 


Distribution to Individual Policyhold- 
ers This Year Will Be by Far 
the Largest Ever Made 


The industrial policyholders of the 
Metropolitan Life will receive in 1929 
by far the largest dividend ever declared 
on the company’s industrial business. 
The amount which was declared subject 
to the approval of the New York super- 
intendent of insurance will amount to 
approximately $37,000,000. The declara- 
tion for 1928 was $33,000,000. Holders 
of industrial policies issued prior to 1925 
will come under the apportionment. 
President Haley Fiske in making the 
announcement also said that the double 
indemnity death benefit which took ef- 
fects as of Dec. 1, 1928, would be ex- 
tended without extra premium to indus- 
trial policyholders in good standing. It 
is estimated this will cost the com- 
pany $4,000,000 annuaily in death bene- 
fits. 

The major part of the dividend dec- 
laration will be given policyholders in 
the form of premium credit, ranging 
from 7 to 27 weeks. A feature of the 
current schedule is the continuation of 
the equalization of mortuary and ma- 


turity dividends, which were declared 
for the first time a year ago. 
The double indemnity death benefit, 


which in the case of an ordinary policy 
is issued only for an extra premium, 
provides in case of accidental death of 
industrial policyholders between the age 
of 15 and 70 years a death benefit of 
twice the amount called for in the pol- 
icy, except in certain occupational fatal- 
itites, when the added benefit is but one- 
half of the face of the policy. The Met- 
ropolitan, including the 1929 dividend 
declarations, will have paid or credited 
to industrial policyholders more than 
$230,000,000 in dividends and bonuses in 
33 years. 
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PLAN JOINT SALES CONGRESS 


San Francisco and East Bay Associa- 
tions Hope to Have Roger B. 
Hull Speak 


SAN FRANCISCO, Jan. 3.—Plans 
for the joint annual sales congress of 
the San Francisco and East Bay Life 
Underwriters Associations are being 
made by Arthur Hutchinson, agency 
director of the New York Life and 
chairman of the convention committee 
of the San Francisco association which 
will this year have the event in charge. 
It is hoped that Roger B. Hull, manag- 
ing director of the National association, 
will be on the Pacific Coast the middle 
of February and that he will be one of 
the principal speakers at the meetings. 

On Jan. 2 a preliminary meeting of 
sub-chairmen was held, including C. W. 
Y. Loucks, Karl L. Brackett, Sol J. 
Vogel, Robert W. Fowler, Clarence W. 
Peterson and Arthur Hutchinson. James 
M. Hamill, who had charge of the last 
sales congress of the local association. 
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also took part in the discussions in an 
advisory capacity. 

The leading producers dinner will be 
held in January, with Clark A. Moore, 
chairman of the program committee, as 
general chairman. 

a * 

Baltimore.—Paul F. Clark, president 
of the National association, will deliver 
the principal address at the meeting of 
the Baltimore association Jan. 10. John 
A. Stevenson, home office general agent 
of the Penn Mutual Life at 
will also speak. 

x * ik 

Philadelphia.—Thomas I[. Parkinson, 
president of the Equitable of New York, 
and Director of Public Safety Schofield 
will be the speakers at the next meeting 
of the Philadelphia association Jan. 10. 

*x* * * 

Bemidji, Minn.—The Bemidji 
tion at a luncheon meeting 
elected officers for the ensuing year. D. 
J. Moore was elected president and Miss 
Anna Brown was reelected secretary- 
treasurer. A. S. Halverson, acting as 


associa- 


Philadelphia, | 


recently | 
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| 

| toastmaster, presented on behalf of the 
| underwriters a token of remembrance to 
S. L Snortum, manager of the Equitable 
| Lite at Bemidji for several years, who 
| has been promoted to the St. Paul office. 
x * * 

Hamilton, Ont.—The annual meeting 
of the Hamilton association resulted in 
the election of Adam Blatz as president 
and E. L. Ackerman as vice-presdent. 

x * * 

Calgary, Alta.—R. T. Williams is the 
new president of the Calgary associa- 
tion, with the following as heads of 
committees; C. P. McQueen, G. H. Eaton, 
S. Baggs, A. M. Douthwright, A. Guay, 
E. B. Cousins, and Messrs. tunions, 
| Clarke and Hagerman. 

* x 
Davenport, Ia.—George W. Harding, 
who became general agent of the Union 
| Central Life at Kansas City, Jan. 1, was 
| the honor guest at a dinner given last 
week by the Davenport § association. 

During the program following the din- 

ner Mr. Harding was presented with a 

gift from his fellow underwriters. 











NEWS ABOUT 


LIFE POLICIES 











New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and ‘‘Little Gem,"’ Published Annually in May and April respectively. 
PRICE, $4.00 and $2.00 respectively. 

















New York Life’s 1929 Dividend Schedule 


The New York Life has issued its 
1929 dividend schedule. There is no 
change for the ages below 41 but from 


chat age upwards there has been an in- 


crease. Under the new scale the total 
cash dividends for the first 20 years on 


| a 41 year ordinary life policy amount 

to $229.74 as compared to the 1928S fig- 
i. of $227.52. The New York Life 
will pay $59,886,112 in dividends this 
| year. The new schedule on its principal 
| policies follow: 


Ordinary Lite per $1,000 


Policy Yr. 




















Ag ‘ 
41 42 43 44 45 46 47 48 49 
BS esveweceeceosaees es $ 8.46 $ 8.67 $ 8.91 $ 9.14 $ 9.39 $ 9.66 $ 9.95 $10.26 $10.57 
Se Sceesesqeckenceeeeseas 8.62 8.84 9.09 9.34 9.60 9.89 10.20 10.52 10.85 
4 ccccccese ceccsvccceces 8.80 9.03 9.30 9.56 9.83 10.13 10.46 10.79 11.14 
DB ecccecesececceonseeees 8.97 9.21 9.49 9.7 10.05 10.37 10.70 11.05 11.41 
DE satutntecdcessaccene 3.42 3.54 3.67 3.81 3.96 4.11 4.28 4.46 4.65 
Total, 5 Years..........- 38.27 39.20 40.46 41.61 42.583 44.16 45.59 47.08 48.62 
© ecccbveccesccesceseceus 9.12 9.38 9.67 9.95 10.26 10.58 10.93 11.2% 11.67 
7 9.31 9.58 9.88 10.18 10.50 10.84 11.20 11.57 11.96 
8 9.47 9.75 10.06 10.37 10.70 11.05 11.43 11.81 12.21 
9. 9.66 9.95 10.28 10.60 10.94 11.30 11.69 12.09 12.50 
BD oa 9.85 10.15 10.49 10.82 11.17 11.55 11.95 12.35 12.78 
DE «sncannees 10.00 10.00 16.00 10.00 10.00 106.00 10.00 10.00 10.00 
Total, 10 years 95.68 95.10 100.84 103.53 106.40 109.48 112.79 116.19 119.74 
D secéeunesecdsccoeceens 10.93 11.25 -67 12.04 12.45 12.87 13.31 13.77 14.23 
PEE sadeeweeceneveesees 15.00 15.00 15.00 15.00 15.00 15.00 15.00 15.00 15.00 
Total, 15 yenrs.......... 163.10 167.20 171.78 176.26 181.05 186.14 191.58 197.18 202.98 
Ot tabtistmebenecaveceese 15.03 15.52 16.04 16.56 17.08 17.66 18.25 18.84 19.46 
Total, 20 Years.......... 229.74 236.04 242.92 249.71 256.91 264.58 272.67 280.96 289.58 
Policy, Yr. 
Age 
50 51 53 53 54 55 56 57 
DS Chtndebniesuedaeseakentae nace $10.92 $11.28 $11.67 $12.09 $12.53 $12.99 $13.48 $14.01 
D eo nesuadecnatskaneacchaveses 11.21 11.58 11.99 12.43 12.89 13.36 13.87 14.42 
D pehadeeeesenendeseteusscecus 11.51 11.90 12.32 12.78 18.25 13.74 14.27 14.83 
D Meth hin b6d dhe eeeeen Geen 11.80 12.20 12.64 13.11 13.60 14.10 14.65 15.22 
ee ee 4.85 5.06 5.29 5.54 5.80 6.07 6.37 6.68 
ts OP as 6:6:5000%0006456 00 50.28 52.02 S301 55.95 58.07 60.26 62.64 65.16 
© C6-RG66606600640060460000 08 008 12.07 12.49 12.94 13.42 13.93 14.44 15.00 15.59 
| e¢00SG060(dad0bO0Ss4n000485040 12.38 12.81 13.27 13.77 14.28 14.81 15.39 15.99 
D eccccescecceecoesevcesscecse 12.64 13.09 13.56 14.07 14.60 15.14 15.73 16.34 
7 Seesteaceketecaaende sus eeee 12.94 13.40 13.88 14.40 14.95 15.50 16.09 16.72 
St Cp eihCwtees tkdnheens eaee eeee 13.23 13.70 14.20 14.73 15.28 15.84 16.45 17.08 
Dt ci ieecinakeeaewekee saute 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Wee BD WORGR. ccccoscesccccs 123.55 127.51 131.76 136.34 141.11 145.99 151.50 156.88 
At nane hake eie nee ba eeee ook ware 14.73 15.24 15.78 16.35 16.93 17.53 18.17 18.83 
PE caer chcd cob ek ee aeae 15.00 14.00 13.00 12.00 11.00 10.00 9.00 8.00 
eee GD WORNBe cc cccdocensncs 209.20 214.63 220.49 226.86 233.51 240.32 247.76 62 
PD éncnsreeeenseoseciecesesssss Se fe 2 ee eee ee 6 ee 
Rie » een 298.75 307.22 316.28 326.00 336.05 346.48 357.69 369.53 
olicy, Y1 
Age 
58 59 60 61 62 63 64 65 
$14.58 $15.18 $15.81 $16.50 $17.22 $18.01 $18.83 $19.73 
15.00 15.62 16.26 16.98 17.71 18.52 19.3 20.27 
15.43 16.07 16.73 17.46 18.21 19.03 19.89 20.81 
15.84 16.49 17.16 17.91 18.68 19.51 20.38 21.32 
7.02 7.38 7.77 8.18 8.62 9.10 9.60 10.15 
67.87 70.74 73.73 77.03 8044 84,17 28 
16.23 16.89 17.58 18.34 19.11 9.97 20.85 21.80 
16.64 17.31 18.01 18.78 19.57 20.44 21.33 22.29 
- 17.00 17.69 18.40 19.18 19.98 20.85 21.75 22.72 
- 17.39 18.09 18.81 19.60 20.41 21.29 22.19 23.17 
- 17.76 18.47 19.20 19.99 20.81 21.69 22.61 23.60 
10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
62.89 169.19 175.73 182.92 190.32 198.41 206.79 21 
19.53 20.27 21.02 21.86 22.71 23.65 24.63 25.69 
7.00 6.00 5.00 4.00 3.00 2,00 1.0 es 
264.11 273.04 282.29 6 303.15 31 326.96 340.19 
26.44 27.43 28.48 29.60 30.77 32.03 33.38 34.82 
424.80 63 457.94 476.08 495.70 
20-Year Endowment per $1,000 
f Age 
41 42 43 44 45 46 8647 648 49Ss«D 
0.76 $10.94 $11.14 $11.34 $11.54 $11.78 $12.01 $12.24 $12.50 $12.78 
1.21 11.40 11.59 11.79 12.00 12.24 12.48 12.71 12.97 13.25 
1.69 11.88 12.08 12.28 12.49 12.74 12.97 13.20 13.47 13.74 
2.18 12.37 12.57 12.77 12.99 13.23 13.46 13.70 13.96 14.24 
5.46 5.52 5.58 5.66 5.73 5.82 5.91 6.02 6.13 6.26 
1.3¢ 52.11 52.96 53.84 54.75 55.81 56.83 S7.87 59.083 60.27 
12.69 12.88 13.08 13.28 13.50 13.74 13.97 14.21 14.47 14.75 
13.24 13.43 13.63 13.83 14.04 14.28 14.52 14.75 15.01 16.29 
3.80 13.99 14.19 14.39 14.60 14.84 15.07 15.30 15.56 15.84 
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ALA OKIE 15 CUR FIELD 


Wilmer L. Moore, President 




















THE SOUTHERN STATES LIFE 


INSURANCE COMPANY 
ATLANTA, GEORGIA 








ALABAMA In each of these states 
excellent territories are 


FLORIDA available. 


We help our General 
Agents in getting sales- 
men. 


GEORGIA 


KENTUCKY 
We help our under- 


writers in getting busi- 
ness, 


Non-Medical Privilege. 


Participating and Non- 
Participating. 


LOUISIANA 


SOUTH 
CAROLINA 


TENNESSEE 
TEXAS 


Ages 30 days through 
65 years. 














E. S. Albritton 


Vice-President and Manager of Agencies 
































1851 











AMERICAN LIFE 
INSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 128 N. Wells St. 








Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








MORTON BIGGER BERT H. ZAHNER 
Secretary A. C. BIGGER Chicago Manager 


Presi 
sitont MERLIN OATES 


Cc. W. SIMPSON 
Medical Actuary 


Director 
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BERKSHIRE LIFE INSURANCE Co. 


Writes all forms of standard participating contracts. 

Our SERVICE to POLICYHOLDERS and our splendid spirit of coopera- 
tion between HOME OFFICE and FIELD FORCE are responsible for our 
great expansion. 

Territory open for connection with this fine old Massachusetts Company. 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. FRED H. RHODES, President 
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THE NATIONAL 











DO YOU WANT TO BUILD A 
GENERAL AGENCY FOR “KEEPS” 


The man who is thinking of the future 
as well as the present should consider 
the Register Life contract. With it he 
can succeed without mortgaging his fu- 
ture. 


IMPORTANT POINTS 


1. Liberal commissions. 


2. A complete tried and proven sales plan. 


A 40-year-old successful 3% mutual com- 
pany. 


Congenial personal help from the Home 
office. 


REGISTER LIFE 


Since 1889 


DAVENPORT IOWA 











UNDERSTANDING - APPRECIATION 


The commission figures in your contract may mean but little in 
dollars to you. A high commission, but with no cooperation, no appre- 
ciation of the Agent’s problems, may mean a barren relationship. 


A fair commission, good renewals, a full understanding, and the 
placing in your hands of the best devices for making your work effective 
—these are things that count. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 
Home Office = Ralph H. Rice, President Kansas City, Mo. 



































UNDERWRITER January 4, 1929 
(CONT’D FROM PRECEDING PAGE) 
Policy Yr. Age 
41 2 43 44 45 46 47 48 49 60 
OP avceres . 14.41 14.60 14.80 15.06 15.21 15.45 15.68 15.91 16.17 16.44 
BD cacccecececeres 2.38 15.2 15.43 15.63 15.83 16.07 16.30 16.53 16.78 17.05 
SRE ascnccesene 0.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Total, 10 years 130.49 132.24 134.09 135.97 187.93 140.19 142.37 144.57 147.02 149.64 
SD aeteeeviewevens 18.88 19.06 19.24 19.43 19.62 19.84 20.05 20.26 20.50 20.7 
BTR, ncvucceucce 6.00 6.00 5.00 5.00 5.00 5.00 5.00 5.00 4.00 3.00 
Total, 15 years. ..222.79 225.43 227.24 230.07 233.01 236.41 239.68 242.96 245.64 248.55 
20 .ccccccccccccee 29.00 29.23 29.46 29.72 29.98 30.26 30.56 30.85 31.19 31.53 
Total, 20 years. ..346.15 349.84 352.69 356.60 360.70 365.35 3069.92 374.47 378.58 383.01 
Policy Yr. : Age 
51 52 53 54 55 56 57 58 59 60 
SD , asd eebdesennee $13.08 $13.38 $13.70 $14.05 $14.42 $14.83 $15.25 $15.71 $16.20 $16.72 
DS censeccescoesss 13.55 13.86 14.18 14.53 14.9 15.32 15.74 16.20 16.71 17.23 
O geweseeaeusenne 14.05 14.36 14.68 15.03 15.41 15.83 16.26 16.72 17.23 17.75 
D  svcaveunsakewes 14.55 14.86 15.18 15.53 15.91 16.33 16.76 17.22 17.73 18.26 
eer 6.39 6.54 6.70 6.88 7.08 7.30 7.53 7.79 8.07 8.38 
Total, 5 years 61.62 63.00 44 66.02 67.72 69.61 71.54 73.64 75.94 78.34 
6 15.06 15.37 15.69 16.04 16.42 16.84 17.27 17.7 18.2 18.77 
7 ft 15.91 16.23 16.58 16.95. 17.37 17.80 18.26 18.77 19.30 
s 16.45 16.77 17.12 17.49 17.91 18.33 18.79 19.29 19.82 
9 17.64 17.36 17.71 18.08 18.49 18.91 19.36 19.86 20.38 
10 17.65 17.96 18.30 18.67 19.07 19.49 19.94 20.43 20.93 
Extra 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Total, 155.42 158.45 161.77 165.33 169.29 173.34 177.72 182.53 187.54 
15 21.30 21.58 21.89 22.22 22.59 22.97 23.37 23.80 24.26 
Extra LO ss ocee aes satan cose ees os ak ie 
Total, 255.18 258.67 203.61 265.80 274.78 280.80 287.28 204.37 301.77 
20 32.30 32.71 33.15 33.63 34.15 34.69 35.29 35.92 36.60 
Total, 392.92 395.19 404.99 412.35 420.42 428.73 437.71 447.49 457.75 
20-Payment Life per $1,000 
Policy Yr. Age 
41 42 43 44 45 46 47 48 49 50 
DS wcedeusasteseusd $ 9.63 $ 9.82 $10.03 $10.24 $10.48 $10.71 $10.98 $11.25 $11.53 $11.86 
Se  +tienbaseeiusnen 9.93 10.13 10.35 10.58 10.82 11.07 11.35 1..62 11.92 12.25 
2 10.46 10.7 10.93 11.19 11.45 11.73 12.02 12.33 12.67 
10.7 11.03 11.27 11.54 11.81 12.10 12.40 12.72 13.07 
4.49 4.60 4.72 4.85 4.99 5.13 5.28 5.44 5.62 
45.68 46.71 47.74 48.88 50.03 51.29 S257 53.04 55.47 
6 . 11.13 11.38 11.64 11.92 12.19 12.50 12.81 13.13 13.49 
7 4 11.48 11.74 12.01 12.29 12.58 12.90 13.2 13.55 13.91 
8 ® 11.84 12.12 12.39 12.69 12.98 13.31 13.63 13.97 14.35 
D wakssewekdnewen 11.98 12.23 12.52 12.80 13.10 13.41 13.74 14.07 14.42 14.80 
erreur 12.39 12.65 12.94 13.23 13.54 13.86 124.20 14.54 14.90 15.28 
DE seweacewwas 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Total, 10 years 112, 115.01 117.41 119.81 122.42 125.05 127.94 130.83 1233.91 137.30 
D aeks mete eas ae sw 14.76 15.07 15.40 15.74 16.09 16.44 16.82 17.20 17.59 18.01 
ON, asenscamees 11.00 11.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Total, 15 years... .192.68 196.26 199.25 203.24 207.52 211.83 216.55 221.24 226.21 231.65 
a” stivcedoenakeuade 21.68 22.14 22.60 23.09 23.60 24.12 24.65 25.19 25.76 26.35 
Total, 20 years. . .286.40 291.87 296.99 303.11 300.59 316.12 232.18 330.20 337.68 345.68 
Policy Yr. Ag 
51 52 53 54 55 56 57 58 59 60 
D dewstwwéewaewen $12.17 $12.51 $12.89 $13.27 $13.69 $14.14 $14.62 $15.13 $15.67 $16.26 
D svedaudksaneuen 12.58 12.93 13.32 13.71 14.414 14.60 15.09 15.62 16.17 16.77 
S wesenaerces cuts 13.01 13.37 13.77 14.17 14.61 15.08 15.58 16.11 16.67 17.28 
D. ckeeb ee eeeewene 13.42 13.79 14.20 14.61 15.05 15.53 16.04 16.58 17.15 17.77 
DD ~wesnunwewae 5.80 6.00 6.21 6.43 6.67 6.93 7.20 7.50 7.82 8.16 
Total, 5 years t S 58.60 60.39 62.19 64.16 66.28 6GS.53 76.94 73.48 76.24 
D sxeveeteunweeeed 13.85 14.23 14.65 15.06 15.52 16.01 16.52 17.07 17.64 18.27 
y weneuweenceoens 14.28 14.67 15.09 15.52 15.98 16.47 16.99 17.55 18.13 18.76 
Dt pene en enees 14.72 15.12 15.55 15.98 16.44 16.95 17.47 18.03 18.61 19.25 
ree 15.19 15.59 16.02 16.46 16.93 17.44 17.97 18.53 19/11 19.75 
Pere 15.67 16.08 16.52 16.97 17.44 17.95 18.48 19.05 19.63 20.26 
DO  ctsewken wes 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 10.00 
Total, 10 years 140.69 144.29 148.22 152.18 156.47 161.10 165.96 171.17 176.60 182.53 
Re pane 18.42 18.85 19.32 19.7 20.27 20.7 21.32 21.89 22.46 23.09 
DE. wcuneanesee 9.00 8.00 7.00 6.00 5.00 4.00 3.00 2.00 Se . wane 
Total, 15 years. . .236.04 240.76 245.908 251.22 256.92 263.13 269.64 276.69 284.01 292, 
De. Kiehakevdee aot 26.96 27.59 28.24 28.91 29.63 30.36 31.14 31.97 32.81 33.74 
Total, 20 years. . 352.66 360,13 368.16 376.29 385.05 304.47 404.30 414.88 425.80 437.80 


BERKSHIRE NEW POLICI 
Gets Out Preferred Risk Form and En- 
dowment at Age 85 for 
Ordinary Life 


The Berkshire Life began issuing two 
new policies Jan. 1. One is a preferred 
risk policy in amounts of $5,000 and up 
to the company’s limit. The premiums 
are under the regular ordinary policy 
heretofore issued. The Berkshire is also 
changing its ordinary life to endowment 
at 85. The company announces that it 
will issue insurance hereafter on the 
lives of boys between ages 10 and 15 
inclusive ior life and endowment forms. 
The preiminms are regulated according 
to age rather than a flat rate at age 16 
as heretofore charged. The limit will be 
$5,000. The company’s method of cal- 


culation of premiums for fraction of a | 


year is changed as follows. For monthly 
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premiums add 6 percent to the annual 
and divide by 12. For quarterly, add 4% 
percent and divide by four. For semi- 
annual, add 3 percent and divide by two. 
The rates on the new policies are as 
follows: 


Pref. Pref. 
End Risk End Risk 
at&85 $5,000 at85 $5,000 
Age Prem Prem. Age Prem. Prem. 
10....$14.97 a See Fe 8 
| F- 15.23 oe Sh.cce Oe 150.05 
eg 15.50 i 33.40 145.25 
13.. 15.77 oa aan 34.64 150.80 
14.. 16.06 i 44 35.95 156.75 
15.... 16.36 ae 37.3 163.00 
ee 16.67 ‘ 46 38.85 169.70 
= 16.99 in 47 40.44 176.80 
17.33 —, 42.14 184.40 
ae -. 49.... 43.94 192.50 
20.. 18.07 77.50 50 45.87 201.20 
: on 18.45 79.20 51 - 47.93 210.46 
22 18.87 80.95 52.... 50.11 220.15 
aeces Ge 82.85 53.... 52.45 230.65 
2 « Sie 84.80 54. 54.94 241.85 
86.85 55.. 57.61 253.75 
= 20.72 89.00 56. 60.46 ai 
ete. 21.23 91.30 57.. 63.52 
21.78 96.20 69.... 70.29 
30. 22.95 98.85 60 - 74.05 
31. 23.59 101.65 61 . 78.09 
32.... 24.25 104.60 62 - 82.43 
33.. 24.96 107.70 63 - $7.10 
34.. 25.70 111.00 CO.cce See 
35.... 26.48 114.50 eee Ff 
36. 27.31 118.15 
in« 28.20 122.00 
38. 29.12 126.15 
39.... 30.09 130.55 
VOTES SPECIAL DIVIDEND 





Gives Refund to Policyholders, Fol- 
lowing Action on Federal 
Income Tax 





The Connecticut Mutual Life has 


| just made public the recent action of 


its board voting the distribution of $1,- 
200,000 surplus funds in form of spe 
cial dividends to be payable during 1929. 
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Entire enbentia of 160,000 policy- 
holders will share in distribution, repre- 
senting an increase of 20 percent over 
the regular dividends payable during the 
ensuing year, as total dividends 
for 1929 approximate y $7,200,000. 

Important in this special dividend is- 
sue is the fact that the company can 
make this by virtue of the U. S. Su- 
preme Court decision of June 4, 1928, 
which caused a large refund to the com- 
pany of illegally collected taxes. The 
amount of these taxes refunded, repre- 
senting a portion of the premiums re- 
ceived from policyholders, is returned 
to them in this manner, which action 
undoubtedly will receive favorable com- 
ment in insurance circles. Another fac- 
tor entering into this move is the favor- 
able mortality experience of the com- 
pany, the best in 50 years. 





Guarantee Fund Life 
Last week the Guarantee Fund Life of 






Omaha announced a plan for voluntary 
change of policy to the American 3% 
percent basis. The premiums on this 
new policy follow: 
Rates per $1,000 

Age Prem. Age Prem. Age Prem 
10....$11.36 37... .$16.37 44....328.9 
| ee 38.... 16.81 45.... 30.10 
iascen SEO 39.... 17.38 46 . 31.67 
ere A ; oe 
= | 31.... 18.37 48 . 34.48 
15.... 12.43 32.... 18.92 49 . 36.04 
Dicace Be Stecee BaD 50 . 37.69 
Byccee BROOD 34.... 30.21 51 . 39.82 
BBecee BED 35.... 20.76 52 . 41.71 
19.... 13.48 36.... 31.54 «Spa 43.74 
Bocce BENT Btcccs Sane 54.. 45.90 
21.... 14.08 38.... 22.04 65.. 48.19 
33 . 14.41 39.. 23.85 56.... 51.15 
23.... 14.75 40.. 24.73 57.. 53.79 
24.... 15.10 = 25.77 58.... 56.64 
25.... 15.48 . 26.75 59.... 59.67 
26.... 15.96 43.. 27.81 60. 2.93 





Guardian Life 


The Guardian Life announces new 
rates and dividends on convertible 
policies issued subsequent to Jan. 1, 
1929. The rates are as follows: 

21 25 30 35 40 45 50 
10.29 10.61 11.15 11.96 13.28 15.96 2 
3.22 3.26 3.33 3.42 3.58 4.03 


5 Yr. 
Div. 


9.70 11.93 16.36 


10 Yr. 
Div. 


10. 48 10. 851 -56 14.31 17.96 25.08 
3.24 3.70 4.29 5.60 
Net 
Cost 7.24 7.56 8.15 9.07 10.6113 
Term policies are convertible anytime 
within the period for which written. 
Business women are taken for five-year 
term. 


.67 19.48 


Limits of acceptance are: 
Ages Male and Female 
Dt d¢<¢adeakéewrhednsscuunaee $150,000 
DD thvewd: duééunedee ear eee 150,000 
DT cCintkcaienss aware ain 130,000 
Del subeeckwacdbedeseadsnnes 130,000 
Full disability and double indemnity 


are allowed on five-year term. 
Double indemnity is written on 
year term. 


nm ten- 





ee ee eee | 


nnaderd COAST FIELD 


REVISION IN ARRANGEMENTS 
West Coast Life Announces Change 
Following Retirement of R. M. 
Beckley as Agency Supervisor 











SAN FRANCISCO, Jan. 3—R. M. 
Beckley, supervisor of agencies in charge 
of home office agence and adjacent ter- 
titory for Western States Life at San 
Francisco, has retired and his territory 
is to be divided under a new organiza- 
tion plan. F. M. Branch, San Francisco 
manager of the California State Life, be- 
comes agency director in charge of home 
office agency, succeeding Mr. Beckley. 

he city agency will be consolidated 
with the home office agency and W. W. 
ickes, its manager, becomes assistant to 
Mr. Branch. The east bay branch és 
consolidated with the Oakland branch, 

with Frank Russell as avsncy director 
and A. O. Mohr assistant. John Bunt- 
ing. agency organizer under Mr. Beck- 
ley at San Jose, is advanced to agency 


director in sole charge of that territory. 
The Hollywood and metropolitan 
branches at Los Angeles are consoli- 
dated with the Los Angeles and Sunset 
branches in that city with George H. 
Page, agency director, in charge of the 
former and Howard H, Hoyt of the lat- 
ter. M. H. Fuller, formerly in charge 
of the metropolitan branch, is placed in 
charge of reinstatement work in south- 
ern California. 





Challis in New Quarters 


Arthur H. Challis, general agent of 
the Massachusetts Mutual Life at Seat- 
tle, is moving his offices to the 1411 
Fourth Avenue building, which is just 
being completed. This will give the 
office double the space it is occupying 
in the Stuart building. The agency 
rooms of the new office are divided into 
a series of small offices, each to accom- 
modate two men. Plain glass parti- 
tions are arranged throughout the quar- 
ters. This will allow for plenty of air 
and light. There will be a women’s de- 
partment separate from that of the 
men’s. The Seattle agency has _ in- 
creased from two full time men writing 
$500,000 in 1921 to 15 full time agents 
writing $2,500,000 in 1928. Its increase 
in business in 1928 over the year be- 
fore was 25 percent. The Seattle 


last year. The Massachusetts Mutual 
has 72 general agencies. 


To Meet at Del Monte : 


Plans are being made by the West 
Coast Life to hold its 1929 annual con- 
vention at Del Monte, Cal., with com- 
pany representatives qualifying for the 
$125,000 and $250,000 clubs in attend- 
ance. 








Talk Whitmore for Commissioner 


Charles A. Whitmore, private secre- 
tary to Governor Young of California 
and prominent in state politics the past 
14 or 15 years, is being mentioned for 
appointment as insurance commissioner 
next April when the term of Commis- 
sioner Charles R. Detrick expires. 


“Chronicle” Employes Covered 


Some 540 of the Chronicle Publishing 
Company of San Francisco have been 
insured under a $1,100,000 contributory 
rg policy by the Western States 

fe 





W. B. O’Connor Has Resigned 


William B. O’Connor of San Fran- 
cisco, general agent of the John Han- 
cock Mutual Life, has resigned. Pending 
the appointment of his successor, the 
agency will be in charge of H. J. Gar- 
retson, supervisor for the acific Coast, 
and Karl L. Brackett, supervisor of 
agents in the general agency. 


Be Definite 


The chances of success are 
you have: 

1. A definite appointment. 

2. A definite goal. 

\ 

A 


best when 


definite plan of presentation. 

4. definite proposition for the pros- 
pect to consider. 

5. A definite 
should buy, 
cover, 

6. <A definite rule as to payment of 
the first premium.—<Acacia News 


set of reasons why he 
or needs the insurance should 


agency was in the 10th position of all | 
~~ 2 ; 
the agencies in its increase in volume 
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— 86% Insured — 


A recent survey under the direction of a committee ap- 
pointed by the Life Insurance Sales Research Bureau, shows 
that 86% of the male population of the United States carry 
$1,000 or more life insurance. 


Your new insurance must come from the 14% uninsured 
and from additional insurance on the 86% who carry in- 
surance. 


With juvenile and substandard policies for the uninsured, 
and plans and policies for program insurance for the in- 
sured, The Ohio National Life Insurance Company is espe- 
cially equipped to help agents solve these new underwriting 
problems. 


For information write 


The Ohio National Life 


Insurance Company 
Cincinnati, Ohio E. E. Kirkpatrick 


T. W. Appleby 
i Sup’t of Agencies 


President 




















Years of Life Insur- 
ance Ideals and Service e 


ideal became a reality when, on February ist, 1843, “THE MUTUAL LIFE 
OF NEw oe. feoued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 


Priority in ite field is not the Company's claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 
still prevail. It aims at quality and to highly honorable in all its dealings. 

In its relations with > peiyheiee and their representatives THE MUTUAL LIFE 
bas an outstanding reco 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON 
President 
34 NASSAU STREET 





GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 


NEW YORK, N. Y. 














BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openifigs in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 








T. O. Berge, President 








REJUVENATED 
Under New Management 


The oldest and strongest Life, Health and Accident Company in the Northwest has increased its business by 
agency development over 50 percent during the past eight months. 

Excellent openings still available in Minnesota, Wisconsin, North Dakota and South Dakota. 

Net Life rates; Non-forfeitable renewals. A better Health and Accident contract. 


NORTH AMERICAN LIFE 


AND CASUALTY COMPANY 
706-10 Plymouth Bldg., Minneapolis 


P. G. Erickson, Secretary 
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what. 
possible. 








Sincerely, 
Theo. De Witt. 


| 
| 
| 
In Cleveland-itsThe ||| 
| 


A Personal Invitation 


‘that the 
Hotel Hol- 
lenden 
known 
among the 
fraternity 


as 


ance Men’s Headquarters 
in Cleveland.” We appre- 
ciate your business fel- 
lows and we want all of 
you to be boosters for us. 
If we can do anything to 
make your stay with us 
more pleasant, just tell us 
We'll do it, 


HOLLENDEN 


THEO. DE WITT, Manager 
Superior Avenue at East Sixth St. 


E are 
proud 


is 





“Insur- 


Two famous hotels, on either 
side of Copley Square, in the 
heart of the Back Bay 


Single Rooms $2.50 up 
Double Rooms $3.50 up 


L. C. Prior, Pres. and Man. Director 


HOTELS LENOX 
and BRUNSWICK 
BOSTON 








if its |} | 





[ THe PARIS OF AMERICA ln 


NEW ORLEANS 


New $t.Gharles 


One of Americas Leading Hotels 


ACCOMMODATING IOOO GUESTS 


he famous Hotel St.Charles as~ 

















sures this seasons visitors the 





same warm welcome that has at~ 
the for a 
abreast 








tracted 
Charles 





When in 
Omaha 


‘Hotel Conant 


New— Fireproof 


250 Rooms with Bath 
Rates $2 1» $3 





| 
Modernized to 
———— oth Limes the anes Ch 
| ever ore 
towel — ty ibs dist Pei inguished patronage 


| | ALFRED S.AMER © CO. tnd 


NEW ORLEANS, LA. 
Send for descriptive tolder Valorization ottices for 
Illustrated Mardi Gras a} Transportation 
ines in 





Program for the asking 
































BELLEVUE- STRATFORD 


WALDORF-ASTORIA 
New York 


Philadelphia 


The choice of discriminating Philadel- 
phians and particular travelers. 

Famous for its courteous service and 
homelike environment. 


Centrally located 
Broad at Walnut 


J. M. ROBINSON, Manager 


Affiliated Hotels 
NEW WILLARD 


Washington, D. C. 

















BEHA TAKES FINAL 
WHACK AT MYRICK 


(CONTINUED FROM PAGE 3) 


the policyholders in the case of each of 
the companies reducing their gross pre- 
miums.” Mr. Beha continues making 
particular reference to the committee’s 
letter of Dec. 5 in which it was stated 
that experience proves that lower gross 
participating premiums would not lower 
the cost to the public. “It is only rea- 
sonable to expect reductions in the net 
cost of insurance to the policyholders in 
the future in the cases where gross pre- 
miums are lowered,” he concluded. 

The table to which he made reference 
in this letter follows: 


Life—Age at Entry 35—Issuexn of 
1m 


7 and 1908 

Issues of 1907 Issues of 1908 Ratio 

*Net *Net Percent 

Co. Gross Cost Gross Cost of Col.5 

No. Prem. 20 Yrs. Prem. 20 Yrs. to Col. 3 
(1) (2 (3) (4) (5 (6) 
5...$27.63 $453.52 $26.35 $426.89 94.1 
4... 27.47 441.97 26.35 417.38 94.4 
1... 27.63 429.26 25.88 421.40 98.2 
3... 27.63 397.25 26.35 392.21 98.7 
11... 27.30 405.65 27.00 404.45 99.7 
9.. 27.93 387.00 26.88 $82.28 98.8 
10 27.65 406.96 26.90 405.47 99.1 
MVOUGMD . ccc ccseccesecvesces 97.6 


Companies That Did Not Change Gross 


Premiums in 1907-1908 





6...$26.35 $412.59 $26.35 $410.19 99.4 
20... 38.11 415. 28.11 410.91 99.0 
12. 27.13 27.13 434.83 99.0 
16. 27.67 27.67 446.27 99.1 

2. 26.35 26.35 384.45 °9.0 
19. 28.11 28.11 406.96 98.8 
14..% 37.41 27.41 402.03 99.3 
. 1 28.11 405.57 99.1 
13... 27.38 27.39 403.57 98.7 
15.. 27.54 418.60 99.5 

Bes : 26.50 401.82 99.1 

Ave Das cus eetatekausuneds 99.1 
*Total gross premiums for the twenty 
year period less the sum of the total 
dividends for the same period. 


LAPSE SITUATION SERIOUS 





Ratio Increases in Texas During Last 
Few Years—1928 Indications 
No Better 





DALLAS, TEX., Jan. 3.-—One of 
the major problems which is worrying 
the life insurance agents and the life 
insurance companies in Texas right now 
is the lapse question. For the past sev- 
eral years the lapse ratio in Texas has 
been showing an increase. 

Some interesting figures on issues and 
terminations are furnished by the state 
insurance commissioner’s office at Aus- 
tin. From these it can be seen the mat- 
ter is growing worse in Texas with 
apparent reason. 

In 1926 the total amount of new busi- 
ness issued, according to figures from 
the insurance department, was $581,000,- 
000. The amount terminated was $377,- 
000,000. The net gain was $204,000,000, 
or 35 percent. 

In 1927 the amount of new 
issued was $615,000,000. The 


business 
amount 


f 2 @) 
) PAY») 


i et ON 
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terminated was $408,000,000. The net 
gain was $177,000,000, or 29 percent. 

in 1928, while the figures are not 
complete and will not be for some time, 
the indications are the terminations will 
show an even greater percentage. 

Companies are agreed that it is about 
time something is being started to re- 
duce the lapse business in Texas. They 
say the terminations should not be more 
than 50 percent of the new issues. 


GOOD YEAR IN MINNESOTA 





Klingman Agency Expected to Show 
Gain of $1,000,000—Mutual 
Life Does Well 





ST. PAUL, Jan. 3.—Most of the life 
insurance agencies centered here which 
cover eastern and southern Minnesota 
report moderate gains over 1927. There 
are, however, a few exceptions but 
where there are declines, they are small. 

A peculiar aspect of the situation is 
that in recent weeks, the rural districts 
have been showing up better than the 
cities in a business way. There are 
some parts of North Dakota which are 
experiencing slow business because of 
‘the low prices paid for grain. 

The Klingman agency of the Equit- 
able Life of New York will show a 
gain of $1,000,000 over last year when 
it wrote $40,000,000 worth of business. 
The Minnesota Mutual Life will come 
through the year with a good gain in 
Minnesota business. Several of the 
other agencies make no definite esti- 
mates on their year’s business but re- 
port fair gains. 





NORTHWESTERN NATIONAL 
HAS NEW STATEMENT 





The Northwestern National Life of 
Minneapolis is the first company to pre- 
sent details of its Dec. 31, 1928, finan- 
cial statement. It gained in paid for 
insurance $30,000,000, or 12 percent. Its 
new business was $64,000,000. That was 
an increase of $7,000,000, or 12% per- 
cent over 1927. Its assets increased 
$3,750,000, or 13 percent. Its total as- 
sets are $33,207,578. Its contingency 
reserves are $879,504, capital $1,100,000, 
policyholders surplus $2,562,929. The 
Northwestern National now has in 
force $288,168,709. Its showing is most 
gratifying 


Bankers of Iowa Agents Meet 
MILWAUKEE, WIS., Jan. 3.—Rep- 


resentatives of the Bankers’ Life of 
Iowa in Wisconsin, Minnesota, North 
and South Dakota and a part of the 
Illinois fields, met in Milwaukee Dec. 
28-29 for the annual regional meeting, 
with officers of the company.  E. 
Johnson, Milwaukee manager, was host 
to the session this year. Home office 
executives who attended and gave ad- 
dresses included G. S. Nollen, presi- 
dent; W. W. Jaeger, vice-president: E. 
N. McConney. actuary; Dr. Ross Hus- 
ton, medical director; and J. A. Spargur 
and L. M. Paquin, assistant superinten- 
dents of agents. The rest of the pro- 
gram was taken up by addresses by 
a number of the guests. 


Life Presidents Proceedings 


The printed proceedings of the twen- 
ty-second annual convention of the As- 
sociation of Life Insurance Presidents. 
held on December 13-14, were issued 
Dec. 29. Copies are now being mailed 
to life insurance executives and agents. 
supervising officials, libraries, insurance 
journals and daily newspapers through- 
out the United States and Canada. 

This volume, composed of 280 pages, 
includes not only the record of the de- 
liberations of the convention, but also a 
cumulative index of the printed pro- 
ceedings during the association’s 22 
years. In addition, there is a complete 
catalogue of the various pamphlets avail- 
able at the office of the association for 
free distribution. 
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Life Insurance Agent Owes It to 
His Friends to Insist That They Are 
Adequately Protected from Disaster | 


BY RALPH 
Mutual Benefit 


F first undertook life insurance sell- 

ing, I was fortunate enough to have 
a large circle of friends and acquaint- 
ances—and a conviction not only that 
I could sell them, but that I was under 


obligation to take charge of their insur- | 


ance affairs. Consequently, I have never 
had to overcome the “friendship barrier” 
complex, nor a reluctance to approach 
friends. 

Our friends want life insurance; they 
want the best service available; they 
want the greatest security, the lowest 
cost and the most liberal policy contract. 
They want to be able to tell other 
agents that they have a friend in the 
business who is taking care of 
very nicely. Are we not, then, in a 
large measure responsible to them for 
their life insurance estates? 

In fact if we don’t attempt to interest 
our friends in life insurance, 
that other agents who know of our friend- 


OUR years and a half ago when I | 


them | 


it is likely | 


MeCASKY 
Life, Chicage 


ship will keep away and as a conse- 
quence our friends will go unserved or 
under-served. 

While it is a privilege for our friends | 
to have such a personal matter as their | 
life insurance in the hands of a friend | 
(and any agent who has friends should 
nee this idea a part of his thought | 
processes), they want to be sold on it. | 
They dislike the idea of donating to our | 
existence in any charitable sense; but | 
radiate pleasure and respect when we 
go after them in sincerity and earnest- 
ness and sell them a sound plan of es- 
tate building in accordance with their 
particular needs. 


Presents Definite 
Savings Program 
At the start my friends were for the | 
most part young, single fellows who ex- 
pected to grow in both income and re- | 
sponsibilities. 1 should like to have } 
approached them as an insurance expert. | 


| proach was out of the question. 


| sented it with few 


such an ap 
There- 
tore, I did what most of us must do, I 
learned a definite savings talk and pre- 
variations. 


Obviously in the beginning, 


Five Warnings 

Are Offered 

lf 1 was able to write the major part 
of my early business on friends, and am 
now by the endless chain process adding 


| friends of friends to my list, I do not 
look upon it as any particular feat. Any 
agent with the friends and the proper 
attitude of mind toward them could 


have done the same thing 

Five warnings in selling friends seem 
to me to deserve special ‘mention: As- 
sume a consequential attitude about our 
business and the service we are offering. 
Life insurance is a serious and impor- 
tant consideration; seem so by 
your bearing. Work 
as on anyone else who 
ance. They will like it. 
them. We can’t “kid” them into ap- 
pointing us their life insurance coun- 
selors. Employ a little mi tact and 
diplomacy than perhaps at appears 
necessary. They expect ll on 


li ake it 
as hard on friends 
needs life insur- 
Be sincere with 


re 
first 
us to 


Call 


them, but make an appointment. 
Sometimes it is dithcult to know just 

how to start in attempting to sell a 

friend I manage it by making a tele 


| ject, 
' 








phone appointment, telling him I would 
like to see him at his office for a few 
minutes to talk over a matter of busi- 
When I appear, my friend knows 
I came to talk business. Without any 
social preliminaries, I light into my sub- 
usually something after this 
fashion: “Bill, you know my business is 
life insurance, and I have some ideas 
that I think might be especially helpful 
in your situation. Will you discuss 
them with me now?” 


ness. 


Businesslike Approach 
Results Beneficially 


Nothing spectacular about such an ap- 
proach, but it usually gets things under 
way. Since I am a friend he knows 
that I have a pretty definite idea of his 
family and financial situation and he 
does not resent my reference to his 
specific requirements. I am then ready 
to present a concrete plan of estate 
building for him, which I do as soon as 
possible. There need be no difference, 
I find, between the degree of pressure 
applied to a friend and to a stranger. It 
simply must be applied more subtly, and 
frequently must be divided into a greater 
number of interviews 

I sell one policy at a time as a part of 
a forward-looking program wherein al! 
his insurance are uncovered, al- 
though know he has not the 


needs 


we both 








Closer 
Contact 


between home office and agent; 
between company and policy 
holder—a big factor in the success 
of every Des Moines Life agent— 
will bring you increased pleasure 
and great profit in your work. 


The 
Company 
of 


Co-operation 


Des 


Write for openings! 


Moines 
& Annuity Company 


J. J. Shambaugh, President 
DES MOINES, 





Interested? 


Life 


IOWA 











country. 


as managers. 
what you want. 


Iowa 
Pennsylvania 
[llinois 
Maryland 


R. L. Robison, President 





Just What 
You Want 


A wave of prosperity pervades the 
Our field men are prosper- 
ing as never before. 
ing materially and need trained men 
Maybe we have just 

Let us tell you about 
it. This month we offer the following: 


THE BANKERS RESERVE 
LIFE COMPANY 


Home Office: Omaha, Nebraska 


We are expand- 


Kentucky 
Indiana 
Michigan 
Minnesota 


W. G. Preston, Vice-President 
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ACTUARIES 








CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 354 Pine St. 
Cari E. Herfurth San Francisco 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 














H ENRY R. CORBETT 


Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 





INDIANA 


HAH. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





1OWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN E. HIGDON 


ACTUARY 
317 Shukert B Kansas City, Mo. 
1416 Chemical » St. Louis, Mo. 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonathan G. Sharp 


75 Fulton Street 











New York 
OKLAHOMA 
T J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves , Surrender 

Values, etc., Calculated. Valuations 

and Examinations Made. Policies 

and all Life Insurance Forms Pre- 
: The Law of Insurance a 
alty. 

Colcord Bidg. OKLAHOMA CITY 




















wherewithal to do the whole job now. 
My friends, whose age range now is 
about 27 to 33, and who in many in- 
stances have added the responsibilities 
I anticipated a few years ago, know that 
I am building them toward a definite 
goal, a goal that can’t be reached at a 
single bound any more than their plans 
in other directions can be completed im- 
mediately. I think that I succeed in ac- 
complishing two things by this method 
My friends learn to relate their insur- 
ance progress with their general eco- 
nomic progress, and they know that I 
will be on hand periodically to help with 
and advise regarding the former. 


Indirect Approach 
Often Is Successful 


Some men find an indirect approach 
more to their liking. There are two of 
these that have been found successful in 
a number of cases. The one disarms 
by fighting on a friend’s blind side. 
“Bill,” you might start, “I’d like your 
opinion about this. It’s a proposition 
I’m working up for our friend Fred. 
Would this about fit his situation?” 
And as you launch into an explanation 
of the story you have prepared tor Fred, 
Bill becomes interested, makes the sub- 
stitute of himself for Fred that you 
hoped he would, says “it looks pretty 
good,” and how much would something 
hke that cost him. 

Or, here is another: “Bill, you and I 
are good friends. People know it and 
assume naturally enough that I’m look- 
ing after your life insurance affairs. 
Other agents figure there’s no use seeing 
you because you're a good friend of 
mine. And I’ve been holding off because 
I didn’t want to commercialize that 
friendship. If I don’t attempt to serve 
you, I’m not doing the right thing. Let’s 
put this thing on a business basis, have 
it understood that you feel free to de- 
cline my proposition if you don’t like it 
or don’t think you need it. All I feel 
duty bound to do is to present it to you 
as forcefully as I would to a stranger.” 
Finds Soliciting 

Friends Profitable 

As to the outcome of soliciting friends, 
I have had some very pleasant and 
profitable experiences. In one instance 
I called on a friend who acted in the 
capacity of sales manager of a small 
manufacturing concern. It happened 
that his insurance was in a jumble and 
that he hadn’t enough confidence in any 
agent he knew of to ask him to 
straighten it out. I am sure that he did 
not resent my using our acquaintance- 
ship to introduce the subject of life in- 
surance because he bought more than 
double the line he was then carrying, and 
he has bought two more policies since. 
Through his influence I have written 
the vice-president, the production mana- 
ger, two road salesmen and two boys 
in the shipping department of the same 
firm. Nor is this instance an isolated 
case. I cite it merely to illustrate my 
point that often our friends are actually 
prevented from acquiring the life in- 
surance they want and need because 
they feel there is something mysterious 
about the subject and they are skeptical 
of anything an agent says to them unless 
he is personally known to them. When 
we approach a friend, therefure, we are 
giving him an opportunity to discuss 
freely a subject in which he is already 
interested, but about which he is woe- 
fully ignorant. 

Win as an insurance man the confi- 
dence of a friend and he will manifest 
a concrete and active interest in your 
success. Friends of mine have sub- 
mitted to me literature and figures pre- 
sented by other agents, and have often 
given me the names of acquaintances 
who happened to speak to them about 
life insurance. Naturally, as time passes, 
I attempt to bind my friends closcr to 
me as clients by careful and prompt at- 
tention to such minor details as change 
of mode of payment of premiums, 
change of address, contingent benefi- 
ciaries; also by sending occasional let- 
ters or making an occasional call to 





za new ideas in the business gener- 
ally. 

Such calls serve to reinforce my origi- 
nal life value and good property talks, 
and supplement the complete life insur- 
ance presentation which I refer to above 
as a “sound” program of estate building. 

Business written on friends invariably 
introduces an element of pleasure and 
congeniality into the daily strife. I ap- 
preciate that but a small percentage of 
any agent’s business can be written on 
his intimate friends, but he has a won- 
derful opportunity to develop lasting 
friendships among those of his clientele 
who were not close friends at the start. 


AYRES IS OPTIMISTIC 
OVER 1929 PROSPECTS 


(CONTINUED FROM PAGE 5) 


returns as usual in presidential election 
years. 
Hoover’s Tour Beneficial 


“Business men, I have found, are of 
the opinion that President-elect Hoover’s 
good will tour of Central and South 
America will have a most wholesome 
effect on most every line of industry 
in our country. Certainly our trade 
relations with the countries he will visit 
before returning home should be greatly 
improved. And in this day our rela- 
tionships are so closely interwoven that 
the country as a whole usually benefits 
when any important line of business ex- 
periences acceleration upward. 


Employment on Increase 


“The curves of practically every line 
of industry are upward when seasonal 
conditions are given proper considera- 
tion. The latest available reports are 
that employment is on the increase and 
I am sure there will be a steady im- 
provement in that respect in all our 
large metropolitan and industrial cen- 
ters. Another very pleasing factor in 
life insurance has been the gains re- 
ported from our agricultural districts, 
especially in the middle west, the north- 
west and south. From every angle the 
outlook in those sections is most prom- 
ising. 

. Records in Holiday Trade 

“General business has come through 
the last quarter of 1928 in splendid 
shape. Reports are that records were 
set by the holiday trade this year. That 
is a very healthy condition, as it re- 
flects the views of the American people. 
They must be optimistic of the future 
when they spend in such volume for 
gifts and what most of us consider 
luxuries. 


Will Relieve Farmers 


“It is certain that the incoming ad- 
ministration will take effective steps 
toward giving the farmers the kind of 
relief they most need. Naturally any- 
thing that gives the farmers more money 
to spend is certain to prove benefiaial 
to every line of industry, for truly agri- 
culture is the foundation of our na- 
tional progress. In recent weeks farm- 
ers have been buying life insurance in 
very good volume. Crops on the whole 
this year were good and fair prices 
were received by the agriculturists. 

“Viewed as a whole the outlook for 
1929 is very good. In the main the few 
bad spots in the industrial map are rap- 
idly disappearing, and there is every 
reason to expect very good conditions 
for everyone in the new year. We in 
life insurance anticipate that it will be 
our best year.” 


Div. 

Per 
Stock Par Bid Asked Share 
Colum. N. Life 100 420 440 7 
Comcel. Cas.... 10 50 3 
Conn. Genl. L. 100 1940 1980 12&Ex 
Contnentl., Ill. 10 9 coe 6 
Contntl. Cas 10 71 73 «61.60 
Detroit F. & 50 68 73 4 
Detroit Life.. 50 15 16 6 
Fidel. & Dep. 50 290 310 T&Ex 
Gr. Amer. Ind. 10 68 060s whens 
Htfd. St. Boil.. 100 800 825 16&Ex 
Independ. Ind. 10 23 . rrr 


Insur. Sec. Co. 10 31 3 14% 


Inter-So. Life. 1 
Lincoln Natl.. 10 
Lloyds Pl. Gl. 
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Mo. State Life 10 87 90 


M 


Wise. Nat. Life 10 18 ... 


stational Cas.. 10 48 50 
N. World Life 10 16 18 
New York Cas. 25 
No. Amer. Life 50 2 
Old Line Life. 10 38 4 
Pacific M. Life 10 90 9 
Peoria Life... 10 45 
Preferred Acc. 
Southern Sur.. 10 


d. Casualty... 25 
ontana Life... 10 15 


Amster. Cas. 
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| Insurance Stock 
Quotations 





Home Office Superin- 
tendent of Agents or 
City Manager 


Two unusual oppor- 
tunities with strong ag- 
gressive mid-western 
old-line life company 
now about 14 years old; 
approximately thirty- 
five millions of insur- 
ance, ample assets and 
surplus. In city of 500,- 
000 population. Prefer 
man age 33 to 45, hap- 
pily married, with some 
financial resources, and 
actual experience in sup- 
ervision. Address at 
once H-55, The National 
Underwriter. 




















Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 
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HARLES SINCERE & CO., Chi- 
cago investment house, announces 
the following stock quotations: 


Stock Par Bid 
A. Lincoln Life 20 38 
Aetna Cas.... 100 
Aetna Life.... 
Cen. West Cas. 50 65 68 
Chgo. Nat. Life 10 20 nee 


Div. per 
Asked onere 
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A REAL OPPORTUNITY AT 


DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 


| 
| 


Presents itself for a high grade producet | 
and agency builder for the position of Mat: | 


ager. Write fully, in strictest confidence to) 
the Agee Department, The Toledo Trav: | 
elers Life Insurance Company, Toledo, Obi | 


bio. | 
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“Defy the Fates Through Central States’’ 





It Works! 





“Here is another application,” writes F. 
F. K., “the tenth I have written on fifty 
names submitted to you for circulariza- 
tion some few weeks ago, and I’m not 
through yet. It was easy business.” 


The reference is to our Sales Planning 











We Department. -- eficiency has been 
proven again and again. 
Operate it will work for you. 
in sixteen Why not drop us a line? 
~ a 
of the Mis- 
alesteet We Offer 
iver an i 
in Illinois Policies all ages, 1 day to 70 years. 
: Both Participating and Non-Participating 
ane Suees. Nog-Medical, $3,000 and under 
ub-stan 
A Letter Disability, Dismemberment and Surgical 
to V. F. Lar- Benefits 
Searetary, Special Monthly Premium Sight Draft 
we | cer Plan 
attractive Personal Delivery of Death Claims 
— Double Indemnity 
Children’s Policies with Beneficiary Insur- 





ance 
Sales Planning and Circularizing De- 
Ay ~ , 
ency Service Departmen: 
Producers’ Club 


CENTRAL STATES LIFE 
INSURANCE COMPANY 


HOME OFFICE: SAINT LOUIS 























A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. a 


Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind requires 
future provision assured beyond doubt. 








The General Agent Creates Future 
Wealth for Himself 








Are you ready to graduate into the general agent 
class? If so, we offer you the chance to build your 
own business—a handsome current income and ever- 
increasing security for your own future. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in 
Strict Confidence. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 























Our Annual Servicing Period 


Penn Mutual representatives will have their annual 
concentration on Penn Mutual members from November 1 
to December 30. They have been supplied with a complete 
and first class kit of tools. And they will be able to offer 
Non-Medical during four of these eight weeks—the Penn 
Mutual once again lining up with advanced underwriting. 

Home office representatives, specialists in Field work, 
are making preliminary Agency visits, supplying each Gen- 
eral Agent and his large number of Special Agents with 
face to face instruction in the use of the new material. 

We have opening for men and women who are afire 
with enthusiasm and desire to make life insurance their 
life’s work. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice President 
Hugh D. Hart, Vice President 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


INDEPENDENCE SQUARE 


PHILADELPHIA, PA. 
Founded 1847 

















Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If you have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65c to $5.00. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 
111 W. Jackson Blvd. +- Chicago, Il. 
Telephone Wabash 393% 



































Planning . 
the Year’s Job 


The annual January confer- 
ences are a great occasion with 
Peoria Life agents. For weeks 
they have been busy in anticipa- 
tion of this outstanding event. 
The first session is the confer- 
ence of managers at the Home 
Office, which adjourns only to 
reconvene in the form of con- 
ferences held in every agency, at- 
tended by every agent of the 
Company. 

Here Peoria Life Agents ac- 
quire encouragement and enthu- 
siasm from a review of the old 
year. Here they lay the plans 
which are to be a challenge and a 
guide to their most effective ef- 
forts during the year to come. 
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Out of the January confer- 
ences grows a unified, construc- 
tive program. The plans of each 
individual agent and the objec- 
tives of the Company are woven 
together so that the entire organ- 
ization moves forward to greater 
success, 

Both the agents and the Com- 
pany contribute their best thought 
and experience to the formation 
of a practical working schedule 
of the year’s work. Every Pe- 
oria Life agent has a part in 
drafting the program; hence he 
is well acquainted with the com- 
mon goal and the part that is 
expected of him in its accom- 
plishment. He faces the future 
with certainty and enthusiasm, a 
definite course clearly charted 
before him, knowing that his 
Company holds out a helping 
hand all along the way. 








Peoria Life Insurance Company 


PEORIA, ILLINOIS 


























